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Companies, Producers 
Testify at Hearing 
'OnN.Y. Law Revisions 


Proposal to Curtail Those Eligible 
As Aggrieved Parties Fully 
Debated Pro and Con 


ALFORD PRESIDING OFFICER 


Says Proposal Might Not Fully Pre- 
clude Company or Organization 
As Aggrieved Party 


Pros and cons of New York Insurance 
Department legislative proposals dealing 
with “aggrieved parties” and rate devia- 
tions were debated at a ‘hearing held by 
the Department with Deputy Superin- 
tendent Newell G. Alford presiding. The 
Department is suggesting law revisions 
in 1962 which would largely remove rat- 
ing bureaus from appearing as aggrieved 
parties at rate hearings, cancel the one- 
year limitation on deviations and make 
uniform some now conflicting provisions 
in the fire and casualty rate laws. 

Appearing as spokesmen for various 
insurance bureaus and associations were 
C. Joseph Danahy, New York State As- 
sociation of Insurance Agents and Great- 
er New York Insurance Brokers Associa- 
tion; Robert Gilmore, Jr., Association of 
Casualty & Surety Companies; Raymond 
Berry, New York Fire Insurance Rat- 
ing Organization; John R. Barry, Cor- 
roon & Reynolds Group; Alfred Bohl- 
inger, National Association of Independ- 
ent Insurers; George Ort, Insurance 
Brokers Association of New York State; 
John C. Weghorn, National Association 
of Casualty & Surety Agents, and others, 


Producers as “Aggrieved Parties” 


Mr. Danahy said his associations are 
opposed to any amendment to Article 
VIII of the Insurance Law that would 
restrict or limit the persons or organiza- 
tions who may qualify as aggrieved 
parties to a rate filing, 

In a letter to the Insurance Depart- 
ment, Mr. Danahy said ithe GNY bro- 
kers feel it would not be in the public 
interest to narrow or limit the broad 
language now set forth in Subdivision 3 
of Section 186 of the law. “Rather, the 
Greater New York Insurance Brokers’ 
Association, Inc., feels that in addition 
to the broad language now incorporated 


(Continued on Page 18) 
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Wholesalers Need “Aill-Risk" Coverage. 


And there are a lot of angles to-check before advising your client 
or prospective client about the right type of property protection. 
Wholesalers and Distributors need bread Commercial Property 
Coverage that goes beyond normal Fire, E.C. and other named perils 


protection. 


To make sure you’re not overlooking anything, you can use our 
November issue of “POINTERS” as a checklist. Why not write or 


phone for your copy now? 


Sow AGENCY, INC. 


INSURANCE UNDERWRITERS 





55 John Street, New York 38, New York ® BArclay 7-8900 
MEMBERS, N.Y.C. INSURANCE AGENTS ASSOCIATION, INC. 
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FIDELITY AND 
SURETY BONDS 


and— 


UNUSUAL 
COVERAGES 


Seaboard 


SURETY COMPANY 


100 WILLIAM STREET, NEW YORK 38 


ATLANTA - CHICAGO + DALLAS 
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Preparedness Program 
Is Being Studied By 
Life Ins. Companies 


To Protect Employes, Policyholder 
Records and Property in Case 
Of Nuclear Attack 


CHAIRMAN IS WALTER KLEM 


Daniel J. Reidy, Powell E. Smith 
Serving As Chairmen of Two Sub- 


committees; Other Personnel 


A joint committee on preparedness and 
emergency operations, to coordinate in- 
dividual company plans and study in- 
dustry wide plans to protect employes, 
policyholder records and property in case 
of nuclear attack, has been named by the 
three company associations of the life 
insurance business, Life Insurance As- 
sociation of America, American Life Con- 
vention and Life Insurers Conference. 
Walter Klem, senior vice president and 
chief actuary of Equitable Life Assur- 
ance Society, is chairman, with commit- 
tee members représenting companies 
coast to coast. 

Two subcommittees have been named 
at the same time, one for the study of 
emergency operations, chairmaned by 
Daniel J. Reidy, vice president and gen- 
eral counsel of Guardian Life and one of 
the study of personnel and property 
protection, chairmaned by Powell E. 
Smith, executive vice president of Oc- 
cidental Life of California. 


Many Individual Plans 


Many of the life insurance companies 
have their own individual plans drawn 
for the storage of policyholder records, 
the protection of property and the han- 
dling of personnel in the case of a war 
emergency. It is believed, however, that 
certain details call for industry-wide 
consideration, because of the increasingly 
complex nature of business operations 
today, compared with any previous 
period. Furthermore, the Civil Defense 
authorities and the State Commissioners 
of Insurance have suggested such plan- 
ning, in line with similar studies under- 
way in other businesses. One subject of 
further study will be the storage of 
duplicate policyholder records in remote 
places, which many companies have been 
doing for some time, originally on micro- 
film, but more recently on magnetic tape. 
Studies are now under way as to possible 
fall-out damage to such records and also 
the question of play-back of such records, 
in the event the electronic computers at 
central offices are put out of business. 


General Committee 


The complete personnel of the general 
committee is as follows: Mr. Klem, chair- 
man; Gerhard D. Bleicken, senior vice 
president and secretary, John Hancock, 
Boston; Horace W. Brower, president, 
Occidental Life, Los Angeles; W. D. 
Grant, president, Business Men’s As- 
surance, Kansas ‘City; Spencer R. Keare, 
president, Federal Life, Chicago; H. Ladd 


(Continued on Page 4) 
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The 
Equitable Life 
of Jeff Shor 


in New York { 


Jeff Shor, right, demonstrates with 
large-mouth bass and pike that he is 
a successful producer even when va- 
cationing. In New York he has led 
production at the Maxwell M. Shaf- 
fran Agency for 12 out of 16 years. 
Companions are Moe Zweibel and 
Irving Edelman. 





The family gathers at the Shor home in Great Neck Estates, Long Island. The idea 
was to celebrate son-in-law Leonard Nedlin’s release from the Army Tank Corps, but 
son Aaron Louis, insisted on a checker game, too. L. to r.: Leonard Nedlin, daughter 
Radie Lee Nedlin, Jeff, wife Belle, Aaron, and daughter Gail Lois. 








Organized generosity: Jeff, a Mason, helped found the philanthropic 
Truth Lodge Foundation, Inc. Above directors are, standing: Lau- 
rence Pollock, Irving Greenspun, and Herman Miller. Seated: Jeff, 
the first and only President of the 10-year-old organization, Sidney 
Gerson, Henry Kahn, Max Shor (Jeff's brother), and George Lipton. 
















Milk run: Jeff calls on clients at Holland 
Farms, Inc. L. to r.: Julius Bagdan, Presi- 
dent; Sydney Bagdan, Secretary; and 
Frohman Holland, Treasurer. Jeff began 
his insurance career as an office clerk in 
1934, turned to full-time selling a decade 
later. Last year he led all Equitable 
agents in pension trust business. 








Jeff planned buy and sell insurance for 
Sea Isle Sportswear, Inc.—which helped 
when one of the three owners died. Above, 
Leo Friedland, Secretary; Charles Beer, 
President. Sea Isle also has an Equitable 
Pension Trust for its employees. 


A Man’‘s Prestige somehow goes hand in 
hand with the prestige of the company he rep- 
resents. This is why Jeff is proud to be a life 
underwriter for Equitable. It’s a full life. And 
a rewarding one. Living Insurance is more 
than a need... it’s a career! 


tu KQUITABLE 


Life Assurance Society of the United States 
Home Office: New York, N. Y. ©1961 
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Great American Life Licensed: in 30 States 


Afhliate of Great American Insuranée Company Which Began 
Operating In 1872 And Has $350 Million Assets; Life 
Company Head Office In East Orange, N. J. 


By CrLarENcE AxMAN 


Great American Life 
Insurance Co., 


America, 


The 
American 
organizations in 
and Puerto Rico. 


vice president is Roy A. Foan, 


Insurance Co., 
one of the leading fire and casualty insurance 
is now licensed in 30 states, 
Its president is Walter FE. 
vic presidents: of Great American Insurance Co. Great American Life’s © 
who has had a wide 


an affiliate of the Great 


District of Columbia 
Beeson, one of the principal 


experience in life in- 


surance administrative and production divisions. 
Great American Life began operating in 1960 and its temporary prin- 


cipal office is at 


110 Halsted Street, 


East Orange, N. J. A desirable 


property has been assembled in East Orange on which it will construct an 
attractive Georgian type permanent home office building. 


The company expects to develop its 
business through many of the 14,000 
Great American Insurance Co.’s property 
and casualty agents and through brokers 
and career agents. 


The company’s rates are based upon 
the 1958 CSO Table. Its portfolio of pol- 
icies include Whole Life, Executive 
Whole Life, $50,000 minimum; Limited 


Payment Life, Endowments, Convertible 
Term, Mortgage Protection (to age 60); 
Family Plan, Juvenile Estate Builder, 
3 Year Setback in Female Rates, Graded 
Premiums, Triple Indemnity, Guaranteed 
Insurability, Sub-Standard, ‘Complete 
Group Portfolio down to four lives. 


At the beginning of 1960 the new 
company, together with the parent Great 
American and American National Fire, 


comprised the Great American Group. 
3y that time assets of the Group were 
well over $350 million with an annual 
premium volume of nearly $150 million, 
thus marking a 300- fold growth since 
the parent compé iny’s first year of opera- 
tion in 1872. By early 1961 Great Amer- 
ican organization’s business was being 
handled through 10 major offices: New 
York, Chicago, San Francisco, Raleigh, 
Dallas, Detroit, Los Angeles, Seattle, 
Toronto and San Juan. In addition there 
were nearly 100 field offices from Coast 
to Coast. People directly employed by 
the Great American companies num- 
bered more than 3,000 with policies avail- 
able to more than 15,000 independent 
agents and brokers throughout United 
States and Canada. By end of World 
War II the Great American organiza- 
tion was doing an annual business of 
more than $0 million in virtually all in- 
surance lines except life. The develop- 
ment of mutiple-line laws in the post-war 
period contributed to the expansion of 
the industry by permitting casualty 
operations directly by fire insurance 
companies. Ultimately, this led to con- 
solidation within the group. 


Has Paid Dividends Since 1873 


The predecessor of Great American 
was the German American Insurance Co, 
which began operations in March, 1872. 
By the end of the year, it had sold 
policies in 24 states and territories and 
had collected $472,000 in premiums. The 
first dividend to stockholders was paid 
in 1873, and the record of paying annual 
“i idends remains unbroken to this day. 

By the end of the century, the German 
American had assumed the business of 
40 smaller companies and had expanded 
its operations throughout the country. 


Its total assets had risen from the 
or iginal million dollars to more than 
$82 million, Its annual premium in- 


come wa's about $3%4 million. The great 
Baltimore fire of 1904 and; more im- 
portantly, the San Francisco fire of 1906 


were severe tests of the American in- 
surance business. Many companies were 
not equal to those tests. However, the 
German American succeeded in weather- 
ing that disastrous period and emerged 
with its reputation for fair claim settle- 
ment firmly established with the insuring 
public. 

The German American sold policies in 
California which contained a clause ex- 
cluding damage by earthquake. This 
might have permitted the company to 
deny claims made against it, since the 
San Francisco fire was a result of the 
earthquake of April 18, 1906. But it de- 
cided to interpret its policies broadly and 
honored its contracts as obligations to 
pay honest losses. 

When the United States entered World 
War I in 1917 the company’s name pres- 
ented a problem. Although the company 
was American in origin, with almost all 
stock owned within the United States, 
the name gave the impression of an alien 
enterprise. Accordingly, the company 
name was changed to Great American 
on January 1, 1918. This kept the 
initials “G.A.” by which the company 
was generally known in the business. 


Career of Walter Beeson 


Walter E. Beeson, president and di- 
rector, Great American Life, has had 
wide experience in field and home office, 
served on many industry committees, was 
insurance scholarship student at Colum- 
bia. He is now a director of Insurance 
Society of New York and director and 
member of board of governors, Insur- 
ance Institute of America, Inc. He is 
also vice president of Great American 
Insurance and American National Fire 
Insurance and has been with the organ- 
ization more than 32 years. 

Born in Gonzalez, Texas, the birthplace 


of Texas independence from Mexico, he™ 


was graduated from high school there 
as Valedictorian of his class, and from 
Draughon’s Business College, San An- 
tonio. His first insurance experience 
was as reinsurance accountant with 
Southern Lloyds and Southern Mutual 
Fire Insurance Co. in San Antonio. While 
employed by these companies, he devel- 
oped a strong desire for specialized 
training in insurance. An article written 
by the late Edwin Rochie Hardy, then 
secretary of Insurance Institute and In- 
surance Society of New York, influenced 
him. It emphasized the importance to 
fire insurance companies recruiting 
young men with superior scholastic rec- 
ords and favorable cultural background 
to be trained for future leaders in the 
insurance industry. Mr. Hardy described 
the fire insurance scholarship courses 
being offered (to a carefully selected 
group of young men) at Columbia Uni- 
versity and Northwestern University. 


Top Administrative Officers of Great American Life 


WALTER E. BEESON 
President 


The courses were of the study-work plan. 
The scholarship students would be as- 
signed to an insurance company which 
would become the student’s sponsor. The 
student would work in the office of the 
company for three hours each day and 
then attend classes at Columbia Univer- 
sity for several hours in the afternoon, 
and two nights a week until 9 o'clock. 


On Saturday mornings the students 
would do their chemistry laboratory 
work. Mr. Hardy explained that the student 
signed a contract agreeing to reimburse 
the sponsoring company if the student 
failed to continue with his company a 
the prevailing salary for position held 
for two years after completing his 
Scholarship at Columbia. Since the Co- 
lumbia Scholarship offered Mr. Beeson 
the opportunity for specialized training 
that he had longed for he wrote to Mr. 
Hardy, and started correspondence last- 
ing for about nine months, but led to 
his being awarded a scholarship which 
was sponsored by Great American In- 
surance Co. 


Joined Great American in 1929 


Mr. Beeson joined Great American 
September 16, 1929. On the same day 
a young man from Montclair, N. J.—Roy 
A. Foan, mow vice president of Great 
American Life—went to work for Great 
American and was assigned to a clerical 
job in the Southern department of the 
company. Beeson and Foan worked in 
the same department for several months 
and became close friends. In January, 
1932, Mr. Beeson was made an examiner 
and given the underwriting responsibili- 
ties over Western Pennsylvania. Mr. 
Foan was his map clerk. Subsequently, 
Mr. Beeson was given’ underwriting 
responsibility of his home state of Texas. 
Alexander R. Phillips, a Texan who was 
vice president. of Great American at the 
time, felt that because Texas had no 
“checking office” or audit bureau and all 
rates and forms had to be closely 


«State agent, M. ( 





ROY A. FOAN 
Vice President 


scrutinized by the underwriter it would 
be the ‘best underwriting assignment 
for a youth being trained for special 
agency work. 


In June, 1933, Mr. 
Texas to visit his family, 
ment through Vice Presidents Alexander 
R. Philips and Robert S. Glass of Great 
American, was authorized to spend a week 
with Special: Agent Arthur F. Meren 
of Houston. 


Beeson went to 
and by arrange- 


Assignments in Texas and Baltimore 


While in Texas, Great American’s 
Jarreau, became seri- 
ously ill following an operation. Mr. 
Phillips instructed Mr. Beeson to remain 
in Texas to assist in field work. He 


never returned to his examiner’s job in 


New York. On October 1, 1933 he was 
officially appointed special agent. On 
this same day, his friend James L. 
Dorris, now president of Hanover In- 


surance Co., also a Columbia scholarship 
student sponsored by Great American, 
was appointed special agent in Baltimore. 

In March, 1934, Mr. Beeson was trans- 
ferred from Dallas to Baltimore, where 
he was special agent for Maryland and 
Delaware, and Mr. Dorris was trans- 
ferred from Baltimore to Lakeland, 
Florida. The move started courtship for 
each of them. Mr. Beeson met Marie 
Louise Hopper in Baltimore, whom he 
married, but not until he had been trans- 
ferred back to Texas in 1935. Mr. Dorris 
married Edna Earle Maddox of Lake- 
land, Florida. In 1935 Mr. Beeson was 
appointed special agent for Western 
Texas with headquarters in Lubb on In 
this assignment he succeeded Charles M. 
Close, who is now executive vice 
dent of Great American Insurance Co., 

(Continued on Page 8) 
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ASSISTANT METHODS DIRECTOR 


A progressive midwestern mutual life company has an unusual opportunity for a 
man to succeed the Methods Director who will retire within two years. The Company 
which has over one billion of insurance in force, has been primarily an ordinary 
company but in recent years has entered the group life field and the individual 
health insurance line. The Company celebrated its 50th anniversary in 1960 and this 
year moved into a new home office building. 


This position requires a man not over 50 years of age with a college education plus 
10 to 15 years of experience in methods and planning work. Ingenuity, creative 
thinking, familiarity with E.D.P., and maturity of judgment are important requisites. 
Salary commensurate with experience. Write giving complete personal and work 
experience to: Box 2961, The Eastern Underwriter, 232 Madison Ave., New York 
16, N. Y. 

















“A ONE STOP SHOP" 
LIFE — ACCIDENT & HEALTH — MAJOR MEDICAL — HOSPITALIZATION 


THE CRISONA AGENCY, INC., General Agent 
CONTINENTAL ASSURANCE COMPANY 
89-30 16Ist Street — JAmaica 3-4600 — JAMAICA 32, N. Y. 


15 YEARS PERSONALIZED SERVICE TO BROKERS 





























In 1776, when 

Thomas Jefferson signed 

The Declaration of Independence 

in Philadelphia, he wasn’t thinking of 
“NET COST”. 

He was thinking of Freedom and 


Independence. 


In 1961, to many clients of the 
Philadelphia Life Insurance Company, 
Independence means 

the VIP (Very Important Policy). 
The VIP, ($25,000 minimum), 
is designed to guarantee that 

which is still the greatest of 
American watchwords: 

Freedom from want. 





Philadelphia jk ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


Joseph E. Boettner, C.L.U., President James H. Burdick, Agency Vice-President 
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LIAA Annual Meeting Program 


Speakers from outside the life insur- 
ance business, plus a symposium on world 
affairs under the auspices of The Na- 
tional Broadcasting Co., will be the fea- 
tures of the 55th annual meeting of the 
Life Insurance Association of America 
to be held at the Waldorf-Astoria Hotel, 
New York, December 13-14. There will 
also be a presidential address and a dis- 
cussion of current life insurance prob- 
lems, as well as reports on life insurance 
investment experience in 1961, new busi- 
ness, and disbursements to policyholders 
and beneficiaries. 

Dr. William C. Menninger, president 
of the Menninger Foundation, Clifton 
W. Phalen, president of the New York 
Telephone Co., and Leonard W. Brock- 
ington, Q.C., LL.D., prominent Cana- 
dian attorney, will be the speakers from 
outside the life insurance business. 


World Affairs Symposium 


The world affairs symposium will be 
conducted by the well-known commen- 
tator Chet Huntley. A live two-way 
broadcast, it will bring in reports from 
other NBC newsmen in various parts of 
the United States, and in London, Berlin 
and Tokyo. Following the broadcast Mr. 
Huntley will relay questions from the 
floor to these correspondents. 

The meeting will be opened on the morn- 
ing of December 13 with an address by 
William P. Worthington, Association 
president and chairman of Home Life of 
New York. His topic will ‘be “Compared 
to What?” A discussion of current life 
insurance problems will follow, taking up 
the balance of the morning session. 

Two major addresses are scheduled for 


Canada Life Dividends 


Canada Life Assurance announces that 
a new increased scale of dividends will 
become effective on January 1. Larger 
dividends will be distributed to prac- 
tically all participating policies now in 
force. 

The interest rate allowed on dividends 
accumulating at interest and on policy 
proceeds that have been left under set- 
tlement options continues at 3.6%. 








| HEARD On The WAY 





Abba Khoushi, Mayor of the Israel 
seaport city of Haifa, and Mrs. Khoushi, 
were the guests of Moshe Pomrock, 
president of the Citadel Life of New York, 
at a reception in their honor November 
24, held in the company’s home office 
at 444 Madison Avenue, N. Y. The 
gathering gave Mayor and Mrs. Koushi 
an opportunity to meet leading producers 
and general agents of Citadel Life as well 
as life insurance industry leaders among 
whom were presidents of several life 
insurance companies. 

For the past 11 years Mr. Khoushi 
has been Haifa’s chief executive. His is 
the second largest city in Israel. He 
told reporters that it is a full time job 
to run the city government and he works 
early and late. 

He and Mrs. Khoushi have been on a 
month’s visit “to the states” and flew 
back home on November 28. While here 
they visited their son, Dan, an MIT 
graduate who is now doing graduate 
engineering work at that Institute. Upon 
completion of this work next September 
he will return to Haifa to engage in 
naval engineering. 

Mayor Khoushi said he ‘had no insur- 
ance affiliations at present but he was 
one of the founders of Hassneh Insur- 
ance Co. of Israel with which Mr. Pom- 
rock is still affiliated as a director. 

Among the guests at the party were 
Dr. Benjamin Aliav, Israel consul gen- 
eral in New York; Samuel Selinger, 
Israel treasury representative in New 
York, and two prominent Israel labor 
executives—Dr, Sol Steil and Joshua Levy. 


Uncle Francis 


the afternoon session. Dr. Willian C. 
Menninger, whose achievements in the 
field of mental health as president of the 
Foundation which bears his name are 
well known, will speak on “Mental 
Health, Everybody’s Business.” Cli‘ton 
W. Phalen, who rose through the ranks 
to the presidency of the New York Tele- 
phone Co., will discuss “Communicat:ons 
of Tomorrow.” 


Thursday Sessions 


The entire morning session on Decem- 
ber 14 will be devoted to ithe symposium 
on world affairs and the question- ind- 
answer period to follow. It is expected 
that the topics will center chiefly on 
broad economic subjects pertinent to the 
particular area involved, such as the re- 
lationship between East and West Ger- 
many, life insurance in Japan, and so- 
cialized medicine in England. 

Leonard W. Brockington of Ottawa, 
Canada will be the Thursday luncheon 
speaker. Lawyer, journalist and civil 
servant, he will be appearing for the 
second time on the association platform, 
having addressed its annual meeting in 


1940, 
Program Committee 


The committee in charge of the pro- 
gram includes Francis M. Hipp, Liberty 
Life (chairman); O. Kelley Anderson, 
New England Life; Millard Bartels, 
Travelers; ‘Claude L. Benner, Continen- 
tal American; Harold J. Cummings, Min- 
nesota Mutual; Robert E. Dineen, North- 
western Mutu: ils Charles G. Dougherty, 
Metropolitan ; J. Faulkner, Woodmen 
Accident and U ife. 


Postal Life Appoints 
Meyer Group Supervisor 


Robert F. Meyer has been appointed 
Group supervisor at the home office of 
Postal Life of New York, it was an- 
nounced by Donald L. Smith, director 
of agencies. As Group supervisor, he 
will work with all of the company’s 
agencies in developing Group life, as- 
sociation-membership life and wholesale 
business. 

Prior to joining Postal Life, Mr. Meyer 
was a Group representative for Connecti- 
cut General Life. He is a graduate of 
Grinnell College. 


Preparedness Program 


(Continued from Page 1) 


Plumley, chairman of the board and 
president, State Mutual Life Assurance, 
Worcester; Henry R. Roberts, president, 
Connecticut General Life, Hartford; Wil- 
liam J. Rushton, president, Protective 
Life, Birmingham; Edward J. Schmuck, 
vice president and general counsel, Acacia 
Mutual, Washington, D. C.; and Dr. 
W. H. Scoins, chief medical director, 
Lincoln National Life, Fort Wayne. 

The subcommittee on emergency opera- 
tions consists of: Mr. Reidy; Frederick 
T. Bernhard, claim manager, Home Life, 
New York; D. P. Cavanaugh, general 
counsel, Aetna Life, Hartford; S. P. 
Hutchison, general counsel, Washington 
National, Evanston, Ill.; George R. Jor- 
dan, first vice president and actuary, 
Southland Life, Dallas; Thomas P. Pat- 
terson, first vice president and counsel, 
Western Life, St. Paul; Paul T. Rotter, 
vice president, insurance services, Mu- 
tual Benefit Life, Newark. 

The subcommittee on personnel and 
property consists of: Mr. Smith; Victor 
B. Gerard, vice president and treasurer, 
Commonwealth Life, Louisville; John 
Panchuck, secretary and general coun- 
sel, Federal Life and Casualty, Battle 
C reek; Keith B. Hook, assistant ‘counsel, 
Connecticut Mutual, Hartford; David G. 
Scott, first vice president and actuary, 
Continental Assurance, Chicago; Lloyd 
W. Stearns, personnel division, Metro- 
politan Life, New York; William F. 
Young, secretary, New York Life. 
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Progress Sharing Plan 
Of State Mutual Life 
FOR HOME OFFICE EMPLOYES 


President Plumley Calls Plan “An Evolu- 
tionary Development in the Life 
Insurance Industry” 








Si.'e Mutual Life of America has 
estal ished a “Progress Sharing Plan” 
for home office employes. In announc- 
ing the plan at a staff meeting last 
week, H. Ladd Plumley, chairman of the 
board and president, called the plan “an 
evolutionary development in the life in- 
surance industry.” He told employes 
that no other major mutual life insur- 
ance firm had such a plan. 

He described the plan as “a method 
of rewarding employes for controlling 
and said its purpose was to help 
“encouraging each em- 


costs,” 
the company by 
ploye to consider himself a partner in 
the success of the business.” 


Mr. Plumley continued, “The Progress 
Sharing Plan will remind participating 
employes of the profit impact of their 
actions. What is good for the company 
will thus become directly related to 
what is good for the employes.” 

State Mutual’s Progress Sharing Plan, 
similar to profit sharing plans in private 
industry, provides for the company set- 
ting aside for employes a percentage of 
net gain from operations. This annual 
company contribution will depend upon 
the amount of net gain and premiums 
from new insurance sales. 

Employes with five years of service 
will be eligible to participate in the plan. 
The company contribution will be divided 
among eligible employes as a percentage 
of their basic salary. Mr. Plumley estimated 
that employe shares for 1961 would be 
“between six and nine per cent of your 
basic annual salary.” 

Each employe will decide how to use 
his share. He may place it in a special 
trust fund which is being established 
as part of the plan. He may take his 
share in cash. Or he may take part in 
cash and put part in the trust fund. 


Employes Committee 


A committee of five employes ‘has been 
appointed by the board of directors to 
administer the plan. Members are W. 


Douglas Bell, vice president, chairman 
of the committee; Harold W. Howard, 
personnel director; Lester C. Hunter, 


policy service department; Everett R. 
Walker, assistant to the president; and 
Richard H. Wilson, vice president, finan- 
cial operations. 

Trustee for the plan is the Mechanics 
National Bank of Worcester. 

“The insurance business and the entire 
U. S. economy,” Mr. Plumley said, “are 
undergoing far- reaching changes. The 
managers of any business which seeks 


MDRT ANNUAL MEETING 


Swedish-American Flagship “Kungs- 
holm” Will Be Site for Annual 
Event in 1963 
The Swedish-American Line flagship 
“Kungsholm” will be the site of the 
1963 annual meeting June 12-18 of the 
Million Dollar Round Table, it was an- 
nounced by Daniel H. Coakley, New 
York Life, Boston, vice chairman of 
the executive committee of the 1962 
Round Table. By normal succession on 
the executive committee, Mr. Coakley 
will be chairman in 1963. The annual 
meeting in 1956 was also held on the 

“Kungsholm.” 

“The “Kungsholm” is scheduled to de- 
part from New York on Wednesday 
morning, June 12, and cruise to Bermuda 
and will return to New York, with 
docking scheduled for 7:00 a.m., June 18. 





Joins Equitable of Iowa 


Albert R. Elmore has been 
Jacksonville, Florida, agency 
for Equitable Life of Iowa. 

A native of Florida, Mr. Elmore com- 
menced his life insurance career with 
Connecticut Mutual in 1950. Following 
seven years of personal production, he 
was named Jacksonville agency manager 
for Provident Mutual, the position he re- 
signed to join Equitable of Iowa. 


named 
manager 





to grow and prosper must anticipate 
these changes. But management cannot 
do this job alone. 

“More than ever before is it essential 
that employes understand the competitive 
factors which confront their business, 
exercise their full influence on opera- 
tions, and share more directly in the 
results of their labors.” 

The State Mutual of America Prog- 
ress Sharing Plan recognizes that the 
cooperation and ability of eac h individual 
are essential to the company’s success. 
“Your efforts,” he told the employes, 
“will have a direct influence on the size 
of the company’s contribution to the 
plan.” 

Mr. Plumley pointed out that the plan 
was an addition to existing methods of 
employe compensation and benefits. He 
said the pension and Group insurance 
programs for home office employes would 
not be affected by it. 

He also stated that the Progress Shar- 
ing Plan was made possible by “the 
financial strength of the company.” He 
pointed out that State Mutual’s reserves 
for contingencies had been multiplied 
nearly four times in the last ten years. 
He also said investment income had risen 
157% in the same period. 

Earlier, the company announced a 16% 
increase in dividends to be paid to ‘n- 
dividual life insurance policyholders in 
1962. In the three-year period of 1960- 
62 the company will have increased such 
dividend payments by about 48%. 


Dr. F. R. Anderson Dead 

Frank R. Anderson, M.D., 62, assistant 
medical director at the Los Angeles home 
office of Pacific Mutual Life for the past 
ten years, died recently in Los Angeles. 
He had been ill for some time and was 
hospitalized several months ago. 

Dr. Anderson obtained his medical de- 
gree at the Nebraska College of Medi- 
cine in 1924 and practiced medicine in 
San Jose from 1926 until 1942 when he 
joined the Navy. He was discharged as 
a commander in 1946 and began his 
career with Pacific Mutual a year later. 

He is survived by his widow, Elfrieda 
M. Anderson, Los Angeles; a son, David 
F. Anderson of Pasadena; a daughter, 


Mrs. Marilyn J. Lewis of Fullerton; and 
three grandchildren. 





New England Life Changes 


David W. Foster has been appointed 
assistant director of methods and proce- 
dures and Peter V. DeGeorge has been 
appointed assistant director of methods 
and procedures for data processing, Pres- 
ident O. Kelley Anderson announced. 

Mr. Foster will act as assistant to 
Harry O. Jacobson, methods and proce- 
dures director, and will be responsible 
for the administration of 
ment in his Foster was 
graduated .from Harvard University in 
1949, attended Harvard Business School 
and served three years in the Navy. 

Mr. DeGeorge, a 1956 graduate of Bab- 
son Institute of Business Administration, 


served three years in the Naval Air 
Force. 


the depart- 
absence. Mr. 





‘ews: 
MOTE. 


bi 
e * 
Seccce® 


FROM FIDELITY 


Effective November 1st—a new 
series of Life Insurance Contracts 
based on the most modern 
Mortality Table (1958 C.S.O.) 


@ Reduction in premiums 


® Quantity discounts for larger policies 


® More liberal policy benefits 


® Flexible and liberalized riders, 
benefits and settlement options 


e Simplified language and modernized 


policy format 





— FIDELITY 
MUTUAL 
LIFE 


The Parkway at Fairmount Avenue Philadelphia, Pennsylvania 





JUNIOR LIFE ACTUARY 
$10,000 


Medium sized company in New York 
State, not NYC. Opening recommended 
for young man who has completed the 
Society exams—2 through 4b, desirous of 
affiliation with company offering wide 
scope of duties. 


#E-1344 


Contact: Bruce Van Keuren 





ADVANCED LIFE UNDER- 
WRITING VP — $17,500 


Midwestern Co., nationally known, ex- 
cellent reputation. College degree man- 
datory with at least 10 years Home 
Office Advanced Life Underwriting ex- 


perience. Personality, appearance and 
fluency important. 
#E-1345 


Contact: Bruce Van Keuren 





staff and management promotional unit. 


expenses, etc.— # E-1343. 


The position: Direction of Mutual Funds Sales Division. 


INVESTMENT DEPARTMENT SALES PROMOTION MANAGER 
$20,000 


Multi-million organization, excellent insurance facilities. 


Supervision of existing sales 


Employer Specifications: College degree with minimum 10 years’ investment back- 
ground thoroughly experienced in all aspects of Mutual Funds. 
addition to Mutual Funds activiiies mandatory. Employer pays service charge, moving 


Insurance sales in 





FERGASON 


330 S$. Wells St. 


HArrison 7-9040 


Without any obligation, send for our brochure, "How We Operate." 


PERSONNEL 


Insurance Personnel Exclusively 


Chicago 6, Illinois 


A&H DEPARTMENT 
MANAGER — $13,000 
Eastern Co., NYC area. Minimum 10 
years of Home Office A&H administra- 
tive experience, college degree manda- 
tory. Background should encompass both 
administration and sales perspective. 
#E-1346 
Contact: Bruce Van Keuren 





VICE PRESIDENT/CHIEF 
LIFE ACTUARY — $18,000 


Multimillion Fire & Casualty Co., small 
midwestern town, expanding Life opera- 
tions. Highly recommend to Actuary 
interested in executive position with wide 
range of administrative resp. Fellowship 
in Society plus minimum 9 years HO 
Life experience. 

# E-1347 
Contact: Bruce Van Keuren 
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TIAA Promotes Six 


The promotion of six officers of the 
Teachers Insurance and Annuity 
tion (TIAA) was 


C. Greenough, 


Ass¢ Cia- 
William 


announced by 


president 


Heading the list is Clarence E. Galston, 
who becomes vice president and secre- 
ry. Mr. Galston joined TIAA in 1960 
as general counsel. He was formerly 
vice president of the U. S. Trucking 


Motor Haulage 


Corp. and president of 


Co.. He serves as trustee of several labor- 
n gement pension and welfare funds. 

Other promotions are Wilfred J. Wil- 
son and Joseph H. Bostock to assistant 


VICE president, Leonard Brooks, a. to 
investment officer, William T. Slater to 
lvisory officer, and William H. Jenson 
issociate mortgage othcer 
Phe yficers of TIAA also hold their 
same title in the College Retirement 
Equities Fund, established in 1952 as a 


tion to TIAA to pro- 
ble annuity for staff mem- 
t inStitutions 








A. M. KUNIS & CO., 
Consulting Actuaries 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St. New York 36 
WI 7-8266 


INC. 











S$SSSSSSSSSSSSSSSSS$ 
OUSGIMITCHIT 


with that problem case? 


$ 

$ 

$ 

: The Maurice Blond Agency 

§ Hamilton Life ins. Co. of New York 
15 Park Row, N. Y. C. 38 Worth 2-1280 

$ We're awfully sweet on diabetics! 

$ 


$ 
$ 
$ 
$ 
$ 
$ 
$ 
SSSSSSSSSSSSSSSSSSSS 

















the brokers — 
always write!” 


2 

















Facts about our 
PENSION and PROFIT 
SHARING PLANS 


@ Proposals prepared for any 
number of lives, either fully 
insured or split - funded. 
Analysis and sales assistance 
Par and Non-Par Plans 


Call us for more details 











WHITE & 
WINSTON 


INC. 


General Agents 


The UNITED STATES LIFE 
INSURANCE CO 


Older Workers Offer Much 
To Prospective Employers 


The selective hiring of older workers 
is not only good business, but is fast be- 
coming a business necessity, Arthur G. 
Weaver, second vice president of the 
John Hancock, told a ‘recent 
College conference on problems of the 
older worker. 

Mr. Weaver said that recent popula- 
tion studies bear out the fact that if the 


3oston 


nation is to reach its long term economic 
goals, the contribution of the older 
worker is a necessity. As a result of 
improved longevity, curtailed immigra- 
tion, and the low birth ‘rate of the 1930's, 
the middle-aged and older segments of 
our population have been increasing much 
more rapidly than the rest of the popu- 


lation. This trend will continue during 
this decade so that soon every third per- 
son in America will be 45 or over. 


Savings Bank Council Head 

Frank ‘C. Ross, vice president ofthe 
Ridgewood Savings Bank, Queens, was 
elected president of the Savings Bank 
Life Insurance Council for the year 1962 
at the Council’s recent annual meeting. 
Other officers elected for the new year 
were: vice president, Albert S. Doolittle, 
assistant vice president, The Bowery 


Savings Bank; secretary, Henry A. 
Becker, life insurance officer, Bronx 
Savings Bank; treasurer, Frederick G. 
Baker, assistant vice president, Manhat- 


tan Savings Bank. 

John -J. Moynahan, treasurer of the 
New York Savings Bank, and outgoing 
president, reported that sales during the 
year 1961 were setting new records. He 
also reported that total Savings Bank 
Life Insurance in force in New York 
State, as of October 31, was $489,736,000, 
an increase of $48,000,000 over the same 
date in 1960, 

Mr. Moynahan also reported that ix - 
ing the year the number of savings 
banks in New York State offering Sav- 
ings Bank Life Insurance had increased 
to 95. 


Lincoln National, N. Y., 
Names Whitehill Agency 


G. J. GROGAN, JR. APPOINTED 
Heads Life Insurance Department With 
Title of Vice President; Eugene C. 
Merrill President 


Appointment of The Whitehill Agency, 
Inc., to represent Lincoln National Life 
of New York has been announcel by 
Robert J. Murphy, CLU, vice president 
in charge of agencies. 

Eugene C. Merrill, 
Whitehill Agency, 


president of the 
stated that the agency’s 
contract with Lincoln jof New York 
represented the culmination of an ex- 
tensive study of the life insurance field. 
He said that Whitehill had for some 





GEORGE J 


. GROGAN, JR. 


years felt that a life department would 
round out the considerable services the 
firm offers to brokers. Particular em- 
phasis will be piaced on business insur- 
ance, including corporation and partner- 
ship life plans, executive deferred com- 
pensation plans, Group insurance and 
pension plans and estate planning. 
George J. Grogan, Jr., has been elected 
vice president of the Whitehill Agency 
to head up the life insurance department. 





sion, 





INSURANCE SECRETARY Wanted 


for Million Dollar Round Table member. 
College education preferred. Some overtime. 
opportunity. Salary commensurate with experience and ability. Pen- 
hospitalization and life insurance benefits. 
Avenue office. Call Mr. Kronengold Pl. 1-4200. 


Must know life insurance. 


Excellent career 


Attractive Park 



















Pach Bros. 
MERRILL 


EUGENE ( 


Mr. Grogan brings to his new post more 
than 13 years of life imsurance experi- 
ence. He began his career with State 
Mutual Life, moving later to a man- 
agement position with the New York 
Life. For the past four years he has been 
in ‘charge of the life department of a 
New York brokerage firm which writes 
a substantial volume of life insurance, 
particularly in the business insurance 
field. 
Founded in 1923 


The Whitehill Agency, Inc., was 
founded in 1923 by the late Clarence 
K. Whitehill, who was its president and 
chief executive officer until his death 
in 1958. Together with its affiliates, the 
firm’s offices are located at 95 Maiden 
Lane, in downtown Manhattan. Since 
its founding Whitehill has represented 
the Sun Insurance Group. 

Principal officers of the 


Whitehill 


Agency are Eugene C. Merrill, president, 
who has been affiliated with the firm 
since 1926; Frank J. Spitalny, vice pres- 


ident and secretary; Jioseph A. Martin, 
vice president in charge of the fire de- 
partment; Leslie F. Zipfel, vice president 
a charge of the casualty department; 
Carlton B. Hutchinson, vice president in 
charge of the marine department; Law- 
rence E. Kefer, vice Bay in charge 
of special risks and brokers’ service; 
Malcolm F. Hentz, treasurer; and George 
J. Grogan, Jr., vice president in charge 
of the life department. 


J. J. Laurin’s New Duties 


John J. Laurin, formerly Hardware 
Mutuals-Sentry Life South Pacific dis- 
trict general sales manager, has been 


appointed personal insurance marketing 
specialist in the companies’ home office 
at Stevens Point, ey The appointment 
was announced by R. Froehlke, execu- 
tive vice i ha fe. 

Mr. Laurin will be returning to Wis- 
consin, where he joined the companies 
in 1949 in the Milwaukee branch office 
as a casualty division sre = 
Since 1955, he has been in California, 
first as a sales manager and in 190 
was elevated to general sales manager of 
the South Pacific district. 

After graduating from the University 
of Wisconsin with a commercial market- 
ing degree in 1948, Mr. Laurin pursued 
his chosen field as a Hardware Mutuals- 
Sentry Life sales representative in Wis- 
consin until 1955. 

KNIGHTS LIFE MANAGERS 

Knights Life, has announced the ap- 
pointment of two new branch managers. 
They are M. F. Boutilier, appointed man- 
ager in West Palm Beach. and Robert 
L. Sandberg, manager in Oklahoma City. 
The announcement was made by Knights 
Life agency directs or, Bernard E, Wilson, 


at the company’s western regional home 
office at Houston. 
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Herbert L. Feay Joins 


Froggatt Organization 

joseph Froggatt & Co., Inc., nationwide 

puliic accountants and consulting actu- 

aris, announce the appointment of Her- 
ber L. Feay as associate actuary. 

for 20 years Mr. Feay was principal 
actuary for the New York Insurance 
Department where his activities covered 
all phases of insurance business of life 
ins rance companies and fraternal bene- 
fit societies. He was a member of a 
nuriber of special committees of the In- 
surance Department and served as actu- 
ary for the New York State Joint Legis- 
lative Committee on revision of the New 
York Insurance Law. 

Resigning from the New York Depart- 
ment, Mr. Feay joined Manhattan Life 
as actuary where among other activi- 
ties he established the company’s Group 
department. For the past several years 
he has been in the consulting actuarial 
field, specializing in pension plans, and 
assignments for life insurance companies 
and Insurance Departments. 

\ Fellow of the Society of Actuaries, 
he is also a member of the Conference 
of Actuaries in Public Practice and of 
the Fraternal Actuarial Association. He 
belongs to the American Mathematical 
Society, Society for Industrial and Ap- 
plied Mathematics and the American 
Statistical Association. He has authored 
a number of papers rendered to actuarial 
organizations including “Introduction 
to Non-proportional Reinsurance” and 
“Dividends for a Fraternal Benefit So- 
ciety by the Experience Premium 
Me thod.” 


BMA Directors Recommend 
20% Capital Increase 


Directors of Business Men’s Assur- 
ance have voted to submit to stockhold- 
ers a proposal for a 20% increase in the 
authorized capital of the company, ac- 
cording to J. C. Higdon, chairman, who 
said that the board considered an in- 
crease in the capitalization of the com- 
pany desirable at this time because of 
the increased volume of business being 
handled by BMA. 

W. D. Grant, president of BMA, said 
that in view of the 25% stock dividend 
declared in April, together with this 
proposed 20% stock dividend, it is not 
contemplated that further stock divi- 
dends will be declared for several years 
until such time that the level of business 
handled is substantially greater than at 
present. 

BMA stockholders will vote on the 
increase in capitalization at the annual 
meeting to be held March 13. Approval 
of the stockholders at that time would 
enable the board to declare a 20% stock 
dividend payable April 25 to stockholders 
of record at the close of business March 
13. 


The proposed 20% stock dividend 
would increase the capital stock of the 
company from $10000,000 to $12.000,000 
requiring the transfer of $2,000,000 from 
the surplus account to the ‘capital ac- 
count. Currently, the company has out- 
Standing two and one-half million shares 
of $4 par value capital stock. Approval 
of the board’s proposal by the stock- 
holders would result in the issuance of 
900,000 additional shares of capital stock. 


Garber Appointment Marks 
Maryland Life Expansion 


Maryland Life announced the appoint- 
ment of Jack Garber as manager of the 
home office brokerage department. This 
addition marks another step in the ex- 
Pansion of the company. 

Mr. Garber was most recently with the 
R. C, O'Connor Agency (Baltimore) of 
Lincoln National Life. He is a graduate 
ot Towson State where he was an out- 
Standing varsity basketball player. 

Maryland Life also reported that their 
Paid for production for the first ten 
months is over 30% ahead of last year. 








ag satis 





In recent years even the sedate insurance industry has succumbed to the public craze for 
gimmicks. Policies have been introduced for the man in high, low, and no, tax brackets. 
Term insurance has come out in enough variations to stock a department store. 

Mind you, we’re not knocking these policies. We sell them ourselves. Sometimes 
they represent a perfect solution to a given situation. However, we never lose sight of the 
fact that the bread and butter of the insurance business — and of the insurance broker — 
is a good, solid Ordinary Life policy. And we have the best available. 

Citadel Life’s low net cost Ordinary Life policy, with premium rates based on the 
1958 CSO Table, will compete favorably with any Ordinary Life policy on the market 
today. And don’t forget that Ordinary Life is the highest commission-earning policy. 








For further information about our Ordinary Life policy, call our home office or visit 
any of our General Agents in the metropolitan area. You will find them friendly, helpful and 
qualified to solve a problem or to close a case. 


Co-Ordinated Progressive Planning, Inc., 521 Fifth Baldwin, Long Island, BAldwin 3-6100. Samuel B. 
Avenue, New York, N.Y., YUkon 6-8676. Executive Life Levine, 138-05 225 Street, Laurelton, New York, LAurel- 
Agency, 66 Court Street, Brooklyn, New York, TRiangle ton 8-7213. Levy-Brenner Associates, Inc., 140 Nassau 
5-9211/2. Hardy F. Glass, 55 Liberty Street, New York, Street, New York, N.Y., BArclay 7-7370. Lincoln Plan- 
N.Y., BArclay 7-6545. Bernard H. Horowitz Agency, 118 ning Corporation, 200 West 57 Street, New York, N.Y., 
Grand Street, Newburgh, New York, JOhn 5-2390. Marvin JUdson 2-4122. Martin L. Lowenthal, Eastwood Pro- 
L. Kane, 366 Fifth Avenue, New York, N.Y., OXford 5- fessional Center, Jericho Turnpike, Centereach, L. |. 
1033. Lamm-Sawyer Agency, 755 Brooklyn Avenue, JUniper 8-4434. Lawrence Nagler Associates, PL 3-7800. 
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THE CITADEL LIFE INSURANCE COMPANY OF NEW YORK 
444 Madison Avenue, New York City ® PLaza 3-7800 
.. General Agency opportunities available throughout New York State 
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Pension Representative 


For Lincoln National 

Neil D. Clay has been appointed pen- 
sion sales representative for Lincoln Na- 
tional Life, Fort Wayne, according to an 
A. Watson, 


will 


Thomas 
Clay 
all details related to the 


announcement by 
vice president. Mr supervise 
sale and installa- 
tion of new pension business for Lincoln 
Life. 

Mr. Clay 


trainee 


Life in Au- 
foll seg his employ- 
t Division of the 
Corp. in 


joined Lincoln 
gust as a 
the Chevrole 
Motors Indianapolis. 


He received his Bachelor of Science de- 


ment with 


General 


finance 
in June, 1960. 

Mr. Clay served as captain of the In- 
diana University 


gree in from Indiana University 


bowling team for two 
and was an IU announcer 
for radio station WTTS in Bloomington. 


years radio 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











CUT OUT AND SAVE... IT'S WALLET-SIZE 


i 
'NEW ADVANTAGES! 
1 FOR YOUR CLIENTS | 


Every broker sells service! You can 
be of greater service to your clients 
through: Retirement Income Bond 
(one illustration is all you need to be 
able to apply this to many clients): 
Executive Preferred Plan 

(cash values at end of first year); 
New Lower Rates for 
Term (all the usual 
safeguards, extra fea- 
tures). 


Your inquiries are 
always welcome. 
No obligation, of 
course, for infor- 
mation on this or 
any one of our fl 
complete range of Eb 
plans. 


As close to you as your telephone § 


Matt Jaffe Associates, Ltd. : 


431 FIFTH AVENUE,N.Y. © MU 4-5779 | 
General Agents 

{| The Canada Life Assurance Jj 

{ Company, Toronto,Canada Jj 






Perez F. Huff Dead 





PEREZ F. HUFF 
Perez F. Huff, 8&8 who for many 
years was a leading general agent of 
Travelers in New York City, died on 


November 27 in a Los Angeles 
after a two weeks illness. 


hospital 
At time of his 


death he was resident agent in Los 
Angeles for Bankers National Life of 
Montclair, N. J. He left a widow and 
a daughter, Mrs. Alan Harris of Los 


Angeles. 


Great American Life 


(Continued from Page 3) 


and vice president of 
Life. Mr. Beeson 
Texas for Great 


Great American 
supervised Western 
American until Octobér, 
1943 when he became fire and inland 
marine manager for a highly regarded 
local agency of Baltimore. A year later 
he rejoined Great American as special 


agent with headquarters in Roanoke, 
Va. A year later he was called to the 
home office where from 1946 to 1951 he 


was agency superintendent of the South- 
east territory. 


He was appointed assistant secretary 


in April, 1951, and handled the South- 
east and Southwest territory. In April, 
1952 he was elected secretary and in 
April, 1954 vice president 
Some of His Committees 
Mr. Beeson is a past chairman of The 


Puerto Rico Inspection and Rating Bu- 
reau, past vice chairman of United States 


Fire Companies Conference, ~ past 
vice chairman of Louisiana Rating and 
Fire Prevention Bureau. og vee served 
m the executive committee of Arkansas 


Rating 
Underwriters 


Inspection and 
eastern 


Bur reau, South- 
Association and 


On Institute Program 


Norman H. Strouse, president and chief 
executive officer of J. Walter Thompson, 
advertising agency, will address the an- 
nual meeting of the Institute of Life In- 
surance, December 12 at the Waldorf- 
Astoria Hotel, New York. 

Mr. Strouse, an expert in international 
merchandising, will discuss the meaning 
of the new European Common ‘Market 
for United States business and industry. 

As previously announced, the program 
of the annual meeting will include a 
presentation on the Arden House Con- 
ference, “The Changing American Popu- 
lation,” which was held recently under 
the joint sponsorship of the Columbia 
University Graduate School of Business 
and the Institute. A new film on life in- 
surance public relations, “The Ipso Facto 
Report,” will also receive its premier 
showing at the meeting. 





Texas Insurance Advisory Association. 
He is past chairman of management 
committee of Reinsurance Exchange and 
has been on the executive committee of 
Excess and Casualty Reinsurance Asso- 
ciation and the public relations commit- 


tee of National Board of Fire Under- 
writers. He is a life member of the 
Insurance Society of New York, chair- 


committee and 
advisory course on 
he is a member of the 
special committee for College Develop- 
ment Program through the School of 
Insurance of the Insurance Society of 
New York. 

For the past ten years Mr. 
addition to his other duties, 
sible for Great American’s 
program. 


Did Research Abroad 
William E. Newcomb 


chairman of Great 
authorized Mr. 
Denmark, G<« 
England in 
in a number 
and principal 
management 


man of its membership 
a member of the 
reinsurance. Also, 


— 
3eeson, in 
was respon- 
reinsurance 


president and 
American Companies, 
Beeson to make a trip to 
rmany, Switzerland and 
October, 1960, to research 
f subjects, including agent 
relations; automation in 
reports; policy issue and 
billing; compensation of agents; em- 
ploye relations; methods and _ product 
development; rating procedures and 
regulation; reinsurance practices within 
companies and the professional reinsur- 
ance market and training of employes. He 
submitted a long report on his findings. 
inter- 
bought 


Mr. Beeson has been intensely 
ested in life insurance since he 
his first 20 Pay Life policy at age of 
15. He bought his second 20 Pay Life 
policy when 17, and takes pleasure in 
the fact that he worked his way through 
college and earned enough to pay the 
premiums on his life insurance policies 
while in college during the lean depres- 
sion years. He became interested in 
mathematics of investment and life in- 
surance while attending Columbia. He 
shared offices with life insurance agents 
and field supervisors while in Texas as 
a fieldman and was convinced that the 





know of this advertisement. 





LIFE INSURANCE ACCOUNTANT 


We are a medium-sized life insurance company located in the 
northeastern part of the United States. The individual we are 
seeking will be working with the Treasurer of the Company. He 
should have at least five years experience in life insurance account- 
ing with a strong background in investment accounting and annual 
statement work. All fringe benefits are available. Our employees 
Please submit complete resume 
including salary requirements to Box 2955, The Eastern Under- 
writer, 232 Madison Avenue, New York 16, N. Y. 








time would come when companies and 
their agents would issue all lines of in- 
surance policies. 

When Great American decided to 
search the advisability of extending its 


field of service to the insuring puliic 
to life insurance, Chairman Newcoubh 


made him chairman of the life insuraice 
committee. After lengthy negotiations 
with several companies management of 
Great American decided to organize 
its own life insurance company. Selec- 
tion of the name Great American | ife 
seemed natural. 

Organization of the company was 
completed with a New Jersey ~ er 
in the closing days of 1959. Mr. New- 
comb was chairman and president; Wil- 
liam J. Ahearn, Charles M. Close, Joseph 
G. Niederlitz were vice presidents; John 
McMaster, vice president-treasurer; Mr, 
3eeson, vice president-secretary; Louis 
J. Wiman, comptroller; Bowles, Andrews 
& Towne, consulting actuaries. Having 
completed the organization, Mr. New- 
comb, Mr. Ahearn and Mr. Beeson began 
the search for a qualified life insurance 
executive. It was their hope that a man 
of proven administrative capacity, who 
also had ability in agency training and 
development and_ personal production, 
could be procured to assume executive 
administration of Great American Life, 
At this stage, Mr. Beeson was scheduled 
to be the liaison officer and co-ordinator 
between Great American Insurance Co. 
personnel, agents and brokers and Great 
American Life. 

In September, 1960, Mr. Beeson was 
elected president of Great American Life. 
As chief administrative officer, he as- 
sumed responsibility for completion of 
the staffing of the company, the devel- 
opment of executive personnel and the 
product development. 


Roy A. Foan Background 


In February, 1961, Mr. Foan was elected 
vice president of Great American Life, 
and subsequently elected a_ director. 
Mr. Foan started his career in insurance 
with Great American in September, 1929, 
on the same day as did Mr. Beeson; 
however, he resigned in 1937 to enter 
life insurance with United States Life 
as an underwriter trainee. By the time 
he left U. S. life in 1948, he was assist- 
ant to the president and agency director. 

He was associated with 
panies as vice president 
tor prior to becoming president and 
director of American Travelers Life of 
Indianapolis. Mr. Foan is well known 
in life insurance from coast to coast, 
having served on committees of the Life 
Insurance Agency Management Associa- 
tion; is currently a director of the Na- 
tional Association of Life Companies; 
and long a member ‘of Life Advertisers 
Association and National Association of 
Life Underwriters. 

During his tenure as vice president 
of Postal Life, he was successful in con- 
verting that 40- year-old direct mail com- 
pany to an aggressive agency company. 
He later accepted the challenge of build- 
ing a company from its inception and put 
together the personnel and complete 
portfolio and procedures for the first 
legal reserve stock company to be 
founded in Virginia in more than 50 
years, to be known as the First Colony 
Life. It was from this position of execu- 
tive vice president of First Colony that 


several com- 
and a direc- 


he assumed the presidency of, American 
Travelers Life Insurance Co. 
Mr. Beeson and Mr. Foan had 


kept in touch with each other during the 
32 years since they started with Great 
American. When Mr. Beeson learned 
that Mr. Foan’s company contemplated a 
merger, he arranged a meting with 
Mr. Foan to ascertain his plans for the 
future. Mr. Beeson outlined Great Amer- 
ican Life’s plans for development, and 
Mr. Foan was very much _ interested. 
Subsequently an agreement was reached, 
and Mr. Foan accepted the opportunity 
to “return home to Great American.” 
Mr. Beeson and Mr. Foan have worked 
very closely in developing Great Ameri- 
can Life Insurance Company’s portfolio 
of policies and in the selection of key 


executive personnel. 








em 


fy.) 














December 4, 1961 





The Eastern Underwriter 


Page 9 











=— 


loins United States Life 





ROBERT C. CROSBY 


Robert C. Crosby, CLU, has joined the 
agency department of United States Life 
as agency assistant, according to an an- 
nou ncemnaaae by Gord m E,. Crosby, Jr, 
vice president and director of agencies. 
He will assist in many phases of agency 


operation, in the home office and the 
field, by assignment in such areas as 
training, sales promotion, recruiting and 
field liaison. 

Following ten years in the Chicago and 


Milwaukee YMCA’s, Robert Crosby be- 
gan his career in life insurance in 1954 
as an agent for Equitable of New York, 
subsequently becoming unit manager for 
that company in Milwaukee. Most re- 
cently, he has been affiliated with Mu- 
tual Trust Life, first as manager of the 
life department of the Milwaukee Cas- 
ualty agency, Gottshalk, Robertson and 
Ryan, and later as director of education 
and training in the Mutual Trust home 
othce. 


Life Co. of No. America Has 
$820 Million in 24 Months 


Life Company of North America re- 
ported another record setting production 
period for the nine months ending Sep- 
tember 30. As of that date, LINA’s 
operating statement showed a 66% in- 
crease in combined cash first-year pre- 
miums, renewal premiums and investment 
income. The dollar amount was $13,294,- 
000 or $5,298,000 more than the com- 
pany received through September last 
year, 

Of this amount $12,698,000 was in- 
surance premium income while $596,000 
came from the company’s investment 
operation. 

Individual life insurance accounted for 
$119,021,000 (including reinsurance as- 
sumed) with Group life of $155,430,000 
making up the total. Individual accident 
& sickness paid premium in the Life 
Company now exceeds $604,000. 

LINA, life affiliate of Insurance Co. of 
North America, which had its first full 
year of operation in 1958, originally set 
a goal of $1,000,000,000 in force within 
ten years. In his announcement to 
LINA’s nationwide field force, Executive 
Vice President Edmund L. Zalinski, CLU, 
reported the company now has $820,- 
000,000 of life insurance in force. 

The coverages offered include all forms 
of individual life instrrance, a full com- 
plement of commercial, guaranteed re- 
newable and non- -cancellable individual 
A. & S. policies and a complete port- 
folio of Group and pension plans. 


Provident Mutual Director 


T. A. Bradshaw, president, Provident 
Mutual Life, P hiladelphia, has announced 
that William G. Foulke has been elected 
a member of the company’s board of di- 
rectors. Mr. Foulke is executive vice 
eg on of Provident Tradesmens Bank 
an! Trust. A native of Pennsylvania, he 
is a graduate of Princeton University. 


He is active in mé¢ any business and civic 
gr ups, 


Provident Mutual Names 


R. W. Allbee in Sacramento 


Lewis C. Sprague, vice president and 
manager of agencies of Provident Mu- 
tual Life of Philadelphia, has announced 
the appointment of Ronald W. Allbee 
as manager of the company’s Sacra- 
mento Agency. 

Mr. Allbee, a graduate of the Univer- 
sity of California, attended Sacramento 
Junior College. He joined Provident Mu- 
tual in 1957, was supervisor in the com- 
pany’s Berkeley Agency, and has com- 
pleted the management training course 
at the company’s home office. Last 
spring, he received the Outstanding 
Young Man of 1960 Award from the 
Berkeley Junior Chamber of Commerce. 


PACIFIC MUTUAL OFFICE MGR. 
Robert E. Flinn has been named of- 
fice manager for Pacific Mutual Life’s 
Phoenix area headquarters. Announce- 
ment came from E. E. Brown, director 
of the 93-year-old company’s field office 
administration department. In his new 
post Mr. Flinn will oversee all admin- 
istrative and clerical operations in the 
company’s Phoenix facility. 


General American Sales Up 


October sales of individual life insur- 
ance were up 128% from the same 
month a year ago, it has been announced 
by General American Life. Paid life vol- 
ume for the first ten months of this 
year was up 14.9% over the first ten 
months of 1960. 


Submitted health sales in October 
showed an increase of 183%. Year to date 
health submitted business represents a 
113.8% increase. 

Year to date figures for Group insur- 
ance for the first ten months of this 
year showed a 21% increase in new cases 
and a 11.6% increase in life volume over 
the first ten months of 1960. 
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ORDINARY LIFE BROKERAGE SUPERVISORS 


Openings in Detroit and Atlanta. 
with car and expenses. Seven to ten years experience as successful 
Ordinary agent and brokerage manager in developing general agents 
and agents for individual Ordi 
Eastern Underwriter, 232 Madison Avenue, New York 16, N. Y. 





ONE AGENCY SUPERVISOR 


and 
ONE BROKERAGE SUPERVISOR 
WANTED 
If your accomplishments are 
going unnoticed this is your chance 
to join a live wire progressive 
Agency. Supervisory experience 
helpful—not essential. Excellent 


personal production record neces- 
sary. Call LEE NASHEM, Canada. 
Life Assurance, OXford 7-2950. All 
inquiries treated in confidence. 











Career salaried positions, 


nary life business. Box 2960, The 














RAYMOND C. BUCKNER 


Raymond C. Buckner first 
tasted the successes of life 
insurance selling while as- 
sociated on a part-time 
basis with a large interna- 
tional airline. In August 
1958 he signed his full-time 
Franklin contract. 


Here is a record of his 
earnings, as reported to 
the Internal Revenue Serv- 












ice. 

ee ere $ 9,319.85 
REE oli ccdksd's ots 14,855.52 
WM en eae 17,697.10 









































the airline... 


lin’s “Specials” 





One Day | Saw the Franklin Specials! 


Mr. F. J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


As I look back over the years, the turning point in my life was the day I 
signed a Franklin Life contract. Up to that time my employment had 
been with two transportation firms—a railroad and an airline—as a sal- 
aried employee in their sales departments. But, the finer things in life are 
hard to obtain when your income is limited . . 


Being fired with ambition, I wanted to be paid commensurate with 
my ability to produce. Knowing that sales was my forte, I started selling 
A & H for a large company on a part-time basis while still working for 
did pretty well, too, four and five applications a week. 
Then one day I had an opportunity to see a presentation of two of Frank- 
. . . the PPIP and the Junior Insured Savings Plan. 
That did it! I was really fired up! From then on my income started going 
up. Three years ago, on August 1, I was irresistibly compelled to go into 
the business full time. My income doubled the first year and it has in- 
creased steadily each year, thanks to the very fine “Specials” we in the 
Franklin offer to the public. 


It gives me a real sense of pride and satisfaction to know that I am 
helping people on the road to financial independence and at the same 
time providing their families the protection they must have. The com- 
bination of our President’s Protective Investment Plan with a Home 
Protector Rider is terrific, because it provides everything that a man 
wants for himself and family. 


My only regret, O’B, is that I should have started with the Franklin 


10 years sooner! 
Cordially, 


Miami, Florida 
October 20, 1961 


. on a straight salary. 


Raymond C. Buckner 





Lhe Friendly 
FRANKLIN LIFE 


SPRINGFIELD, ILLINOIS ¢ DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the world 
devoted exclusively to the underwriting of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 


INSURANCE 
COMPANY 
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ORDINARY AGENCY MANAGER 


Seventy year old Mutual Life Company expanding Ordinary 
operations in Hartford, New Haven, New London and Bridgeport. 
Company will finance new Agents. Minimum of 3 years’ personal 
production, 2 years in recruiting, training, supervising and agents 
required. Starting salary open. Send brief personal outline to 
Box 2958, The Eastern Underwriter, 232 Madison Avenue, New 
York 16, N. Y. 











Another GUARDIAN Plus 


Salary 
Ofeystabeheechn toys Mm ad thet 


EARNING POWER 
GUARDIAN 











State Mutual Increases 
Total Dividend Payments 


State Mutual Life Assurance of Amer- 
ica will increase total dividend payments 
to individual life insurance policyholders 
by 16% next year, H. Ladd Plumley, 
chairman of the board and president of 
the 117-year-old firm announced. Mr. 
Plumley said the company will pay 
about $12,500,000 in such dividends in 
1962. 

“This is $1,700,000 more than in 1961,” 
he said, “It is the largest dividend in- 
crease ever made by the company in a 
single year. On the five basic policies 
which account for more than half of our 
sales, we will now be able to offer the 
public one of the lowest net costs in 
the business.” 

In the period from 1960 through 1962 
the company will have added over $3,- 
500,000 to its individual life dividend 
payments, a three-year rise of more than 
40%. Mr. Plumley said that the higher 
dividends resulted from a “continuous 
and hard-hitting cost reduction program, 
good mortality experience, and favorable 
investment results.” He estimated that 
State Mutual’s net return on total assets 
in 1961, before Federal taxes, would ex- 
ceed the 443% rate which was attained 
in 1960. The 1960 rate was the best 
earned by the company in 27 years. 

“The 1962 dividend scale shows sub- 
stantial increases in average dividends 
for the current series of premium-paying 
life, endowment and retirement income 
policies for issue ages 35 and _ over. 
Moderate increases have been made at 
lower ages. Dividends on paid-up pol- 
icies of the current series will also show 
substantial improvement. 

“In addition, the dividend scale for the 
company’s older premium-paying Amer- 
ican Experience life insurance policies 
of $10,000 and over has been improved 
at all durations.” 

State Mutual’s gross rate of interest 
on policyholder dividends which are left 
on deposit with the company will con- 
tinue at 3.85% in 1962. 


C. A. Thomas Appointed 


Appointment of Claire A. Thomas as 
sole general agent at Madison, Wis., for 
Northwestern Mutual Life is announced 
by Robert E. Templin, director of agen- 
cies for the 104-year-old life firm. 

Frank R. Horner, senior partner in the 
Horner & Thomas general agency at 
Madison and NML general agent there 
for the past 25 years, is retiring after 42 
years with the company. However, he 
will continue his association with the 
company in order to serve his personal 
clients. 

Northwestern ‘Mutual gave a dinner in 
Mr. Horner’s honor recently with Donald 
C. Slichter, president, and Robert E. 
Templin, director of agencies, attending. 





D PERSONNEL 
SERVICES, INC. 





"Specializes in Insurance" 


LIFE AGENCY MGRBG....................... $15-25,000 
Fees pd for hvy mgmt experience 
several top spots in N. J. & 


|/Eng. 

A & H ADMINISTRATION............ $ 18,000 
This Eastern Co seeks the best. 
Very hvy admin. bkgd. & top 
exec ability. 

GROUP ADMINISTRATION.............. $ 8-10,000 
Midwest or midatiantic states. 
Fees are paid for billing, rate 
structure and general admin. 3-+- 
yrs will do. 


A & H PRODUCTION...................... $ 7,500 
Live in N/Eng. & Car plus ex- 
pens id. 

A & H CLAIMS (4)..........ccccceeeeseee 6-7,000 
Mass, NJ a NYC Careers 
await. 

LIFE AGENTS ATTENTIONI.............. $ 7,000 


1 yr field experience moves you 
into brokerage & Conn. Car, 
expenses and future. 


50 CHURCH STREET NEW YORK 7, N. Y. 
WOrth 4-8410 











Aviation Liberalizations 


By Equitable of Iowa 


Equitable Life of Iowa has noti‘ed 
its field force of further liberalizat 


. *,* . . ms 
in the underwriting of private pilot: of 
civilian aircraft in the number of <olo 


hours required and the number of hours 
flown annually to qualify for insurance 
at standard rates. 

Under the liberalized rules, priy: 
pilots age 27 and over with 100 hours 
experience and flying not more than 
hours annually, are considered at stand- 
ard rates. Also, pilots age 27 and .« 
who have 400 hours solo experience can 
generally be considered for standard 
coverage if annual flying time is 15) 
hours or less. 


October Sales Up By 10% 

October purchases of life insurance 
amounted to $6,848,000,000, a gain of 10% 
from the corresponding month of last 
year, according to the Life Insurance 
Agency Management Association of 
Hartford. Purchases of Ordinary insur- 
ance in October were $4,728,000,000, com- 
pared with $4,425,000,000 a year ago. In- 
dustrial life insurance bought in October 
amounted to $614,000,000, compared with 
$587,000,000 a year ago. New Group life 
insurance totaled $1,506,000,000 in Oc- 
tober, compared with $1,218,000,000 a 
year ago. These figures represent new 
Groups set up and additional protection 
under amended Group contracts already 
in force. 

For the first ten months of the year, 
life insurance purchases totaled $63,990,- 
000,000, up from a year ago by $3,666- 
000,000. The ten-month Ordinary insur- 
ance total was $43,744,000,000, compared 
with $43,286,000,000; Industrial insurance 
totaled $5,942,000,000, compared with $5,- 
850,000,000 the previous year; and Group 
insurance totaled $14,304,000,000, com- 
pared with $11,188,000,000. 


United Equity Acquires 
Kansas City Company 


Charles E. St. Louis, president of 
United Equity Life, Chicago, announced 
the acquisition of Liberty Reserve Life 
of Kansas City by merger. 

The action was approved after a Kan- 
sas City hearing by insurance supervisors 
of three states: Frank Sullivan, Com- 
missioner of Insurance for the state of 
Kansas; C. Lawrence Leggett, Super- 
intendent of Insurance in Missouri, and 
Joseph L. Gerber, Illinois Director of in- 
surance, 

United Equity purchased 100% of the 
assets of Liberty in the merger, and re- 
insured all the Missouri firm’s outstand- 
ing life insurance. 

Three additional acquisitions, have 
been planned to be completed before 
December 31. 


Security Mutual Campaign 


Records Increase of 50% 

The field force of Security Mutual 
Life of New York, Binghamton, has just 
concluded its annual sales contest with 
a record-breaking 50% increase over 
last year’s production, exceeding quota 
by nearly one-third. 

Leading the entire field was the Carl 
Payne Agency, Norwich, N. Y. The Bur- 
ton J. Bookstaver Agency, New York 
City and the John W. Gokey Agency, 
Binghamton, N. Y., also established out- 
standing records. 


W. L. Schachner to Retire 


Walter L. Schachner, manager of the 
San Diego territorial office for Beneficial 
Standard Life, is retiring from his post 
after 18 years of service at the end of 
this year, according to Martin Topper, 
vice president. 

Mr. Schachner joined the company 
when its sales divisions were in theif 
early states of development. He will 
remain active as a general agent for the 
company. 
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Eastern Life Appoints 
Wagman, Julich, Burman 


Roa he 
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MARVIN S. WAGMAN 


Marvin S. Wagman has been appointed 
assistant treasurer for Eastern Life of 
New York, according to an announce- 
ment by Victor Whitehorn, president. 
Robert R. Julich, formerly director of 
Group sales and service, has been ap- 
pointed director of Group operations 
and Lawrence H. Burman is joining East- 
ern Life as Group sales service manager. 

In announcing the appointments, Mr. 
Whitehorn stated that Mr. Wagman 
will be assuming many home office ad- 
ministrative responsibilities. Mr. Wag- 
man joined Eastern Life as Group de- 
partment manager in August, 1960. He 
had been in Group underwriting with 
the Equitable Society. A graduate of 
New York University, he also attended 
New York Law School. 

Mr. Julich recently joined Eastern after 
three years as a Group sales and service 
representative in the New York area for 
the Hartford Life. In addition to a 
bachelor’s degree from Hofstra College, 
he also holds a master’s degree in busi- 
ness administration from New York Uni- 
versity. 

Mr. Burman comes to Eastern Life 
from the John Hancock, where he has 
been a Group sales and service repre- 
sentative for the past year and a half. 
He had formerly been in Group under- 
writing with the Equitable. Mr. Burman 
is a graduate of the College of the City 
of New York. 


Elected MONY Directors 


Mutual Of New York has announced 
election of J. McCall Hughes and Maxey 
Jarman as directors 

Mr. Hughes, executive vice president 
of MONY, joined the company in 1943 
as administrative assistant to the execu- 
tive vice president. Mr. Jarman is chair- 
man of Genesco, Inc., formerly the Gen- 
eral Shoe Corp. 


Added Responsibilities 
For Douglas W. Johnson 


Douglas W. Johnson, director of sales 
promotion for Mutual Benefit Life, New- 
ark, has assumed the responsibilities 
for the company’s national advertising 
and sales development. He will retain his 
present title. 

Gordon Hull, formerly in charge of ad- 

vertising and sales development, left the 
company recently to join an advertising 
firm. 
_Active in the Life Advertisers Asso- 
ciation, Mr. Johnson was chairman of 
LAA’s Eastern Round Table in 1961 and 
was a member of the three man pro- 
gram committee for the National LAA 
meeting in Dallas last September. 

Before joining Mutual Benefit in 1954, 
Mr. Johnson was with North American 
Life and Casualty and Mutual Service 
Life. He is a 1940 graduate of North- 
western University and a veteran pilot 
of the Navy. 


E. R. DEMING’S NEW POST 





Ernest R. Deming, Jr., was named to 
the newly created post of director of 
development and public relations for 
Unity Mutual Life of New York, Syra-* 
cuse. Announcement of the appointment 
was made by Leland J. Bayley, president, 
following a meeting of the Unity board 
of directors. 

Mr. Deming has most recently been 
superintendent of agencies for the com- 
pany, a position he attained in 1955, He 








FRANCHISE MORTGAGE 
LIFE FIELD SPECIALIST 


Newly created Home Office position. Seek former Regional Group 
Manager who specialized in Individual and Group and Group and 
Mortgage Credit Life and Disability Sales. College grad. 3 to 5 
yrs. Credit & Mtg. Life sales experience. Heavy travel. Salary 
open. Box 2959, The Eastern Underwriter, 232 Madison Avenue, 
New York 16, N. Y. 











first joined the company in 1938, 





The successful 
general insurance 
man keeps this 


TRUMP 
CARD in his 


top drawer. 


INCREASE YOUR COMMIS- 
SIONS by using the services of the 
Business Planning Department in 
your local Atna Life General 
Agency. There are good prospects 
for high-commission Business Life 
Insurance Plans in your files right 
now. With no increase in overhead, 
you can have an A®tna Life expert 
working in your behalf, enabling 
you to provide your clients with 
better, more complete insurance 
programming. 

Check the larger accounts in your 
files, and put A&tna Life’s advanced 
underwriting services to work on 
this profitable business. 


Hartford 15, Connecticut 








AE TNA LIFE 


INSURANCE COMPANY 


Affiliates: A2tna Casualty and Surety Company 
Standard Fire Insurance Company 
The Excelsior Life, Canada 
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TIAA-CREF Officers 


Appointment of Keniston P. Merrill 
and Ronald P. McPhee as officers of the 
Teachers Insurance and Annuity Asso- 
ciation (TIAA) and the College Retire- 
ment Equities Fund (CREF) was an- 
nounced by William ‘(C. Greenough, pres- 
ident of the ey organizations 

Mr. Merrill has been named assistant 


investment officer. He was graduated 
from Trinity College, Hartford in 1958 
and joined TIAA as a security analyst on 
graduation. 

Mr. McPhee becomes assistant Group 
officer. He was graduated from Columbia 
University in 1955. He served as a pilot 
in the U. S. Air Force from 1955 until 
1958, when he joined TIAA as Group 
underwriting assistant. 
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PAMESTOWN. HEwW TORE 





Serving the Public 


Agency Opportunities 
In New York, Pennsylvania and New Jersey 


Complete competitive portfolio of Life, A. & S. and 
Group Plans. Excellent training program, quality sales 
promotional material, including audio visual. 


Since 1886 








Your United States Life 
General Agent Has 
Ae MIO MOLTO meel las 
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If you presently rout. service or reel business 


clients, you should be in the pension business—now. 


You need not be a pension “expert”. 


United States Life now has available for you a new, outstanding Pension 
and Profit Sharing program specifically designed to meet the needs of the 


smaller employer. 


Your United States Life General Agent backs you up with dynamically planned 
sales approach tools—complete from introductory booklet to full scale visual 
presentation ... plus expert assistance when and where desired. 


Write now for your copy of our valuable door-opening booklet 


“A Pension Plan is Good Business”. 


LIFE (Par and Non Par) - A&H « segs ° roe 


United Stata Life 


INSURANCE COMPANY IN THE CITY OF NEW YORK 


125 Maiden Lane, New York 38, N. Y. 
THE OLDEST STOCK LIFE INSURANCE COMPANY IN AMERICA 


in a - saci 3 ae sae 


Growing Women’s Market Cited by 
Margaret Divver in Boston Talk 


American business is only just begin- 
ning to recognize the vast new market 
created by women advancing in useful- 
ness, in prestige and earning power in 
business and industry, according to Mar- 
garet Divver, second vice president, John 
Hancock, who addressed a meeting of 
Japanese business women at the World 
Trade Center recently in Boston. 

“The result has been a new career for 
many women—that of advising manu- 
facturers, banks, investment houses and 
many other businesses on the women’s 
market, and developing techniques for 
approaching it,” Miss Divver said. 

The John Hancock executive noted th: at 
women earn one-fifth of all the nation’s 
income paid out in wages and salaries 
today, Rae that 5% of all women who 
work hold positions in management, as 
government officials or as business pro- 
prietors. 

“Yet, many of these women anes 
that surprisingly little effort is made to 
separate them from their hard-earned 
dollars,” she said. 

Median family income where Wives 
work outside the home is 28% greater 
than that of families where the wives 
stay home, ‘Miss Divver continued. “This 
can mean an extra car, additional labor 

Saving devices, summer camp for the 
children, more frozen foods, more cake 
mixes, more laundry and cleaning serv- 
ices for women whose time at home is 
limited.” In life insurance, she added, it 
means more coverage on the life of the 
mother, whose role has become less that 
of a dependent and more that of a bread- 
winner. 


Trends Cited 
_ Miss Divver cited trends in the Amer- 
ican economy over the past two decades 


which have led to the growing promin- 
ence of women in business. 





N. S. Titlow, Chairman 


Executive Secretaries 


Nona S. Titlow of Columbus, executive 
secretary of the Ohio Association of Life 
peg oy wai is the 1961-1962 chairman 
of the Executive Secretaries Conference 
of The National Association of Life 
Underwriters. 

Mrs. Titlow was elected during the re- 
cent 1961 annual convention of NALU 
in Denver. She heads a group of 120 
professional personnel of local and state 
associations affiliated with the NALU, 
80,000 member trade association of 
career life insurance underwriters. 

Prior to joining the Ohio St ate Asso- 
ciation of Life Underwriters in 1955, 
Mrs. Titlow was in the legislative affairs 
department of the Ohio Chamber of 
Commerce. Earlier she was secretary to 
the Mercer County, O. prosecuting at- 
torney and to the chairman of the Ohio 
State University chemistry department, 
and was on the staff of the Ohio Senate 
Finance Committee. 


Great-West Life Makes 
Three Field Appointments 


Great-West Life has appointed Carl L. 
Bollman as district manager at Lansing, 
Salvatore J. Latona as a supervisor at 
San Jose and Robert K. Seeley as a 
supervisor at Halifax, Nova Scotia. 

Mr. Bollman entered the life insurance 
business in 1956 as a representative of 
the company’s Grand Rapids branch in 
Lansing. 

Mr. Latona joins Great-West with five 
years’ experience in both life insurance 
sales and management. 

Mr. Seeley has represented Great-West 
in the Halifax area since April, 1960. 
Prior to that he was in the retail man- 
agement field. 


“The development of machines repla of 
muscle power with mechanical’ pow 
opening many new occupations forme: ly 
beyond women’s physical strength,” she 
said. “In addition, a shorter work day 
and work week, plus an abundance of 
labor-saving devices available for the 
home, made it possible for many women 
to take on outside jobs and still accom- 
plish their household chores.” 

She noted too, that social taboos re- 
garding women working outside the home 
have become extinct. “Many women 
who felt uneasy with unused time on 
their hands began to seek employment 
even though there was no economic com- 
pulsion to do so. Even charitable organ- 
izations began to exhibit a strong trend 
toward replacing volunteers with pro- 
fessionally trained personnel,” she added. 

Still another. factor has been the low- 
ering of the marriage age, making it 
possible for many women to become a 
part of the work force ten to fifteen 
years after their marriage. “Their roles 
in life are multiple,” Miss Divver said, 

“wives, mothers, career women, and they 
need a quantity of goods and services 
to implement these multiple roles.” 

Miss Divver added that while many 
American firms have lost valuable time 
by not setting their sights on the growing 
women’s market, Japanese business still 
has time to anticipate a comparable trend 
in that country. 

“T have been impressed by the eminence 
the women of your country have reached 
in business and professional careers, and 
I expect that you, too, on your next visit 
to us will introduce a woman following a 
new c areer—that of expert on the wom- 
en’s market in Japan,” she concluded. 

The Japanese women executives are on 
a five-week tour sponsored by the U. S. 
State Department. 


Conn. Mutual Promotes 


Ricker, Millan, Randall 


Three members of the advanced sales 
division of Connecticut Mutual Life have 
been promoted to officers of the com- 
pany, President Charles J. Zimmerman 
has announced. 

Thurlough G. Ricker, field consultant, 
becomes supervisor, employe plans; at- 
torneys Raymond M. Millan, CLU, and 
Gerald J. Randall, CLU, assistant coun- 
sels, advanced sales division. 

Mr. Ricker began his insurance career 
in 1948 as an agent with Hollingsworth 
and Whitney, Boston. For five years he 
was associated with the John Hancock 
Mutual as an agent and as a member of 
the Group department. A graduate of 
Harvard University, he joined Connecti- 
cut Mutual’s advanced sales division in 
1955. 

Mr. Randall earned his B.S. degree in 
business administration from the Uni- 
versity of Wisconsin, where he was a 
part-time agent with Northwestern Mu- 
tual Life. After serving in the Army he 
returned to the University earning his 
law degree in 1957, the same year he 
joined Connecticut Mutual. 

Mr. Millan joined the advanced sales 
division of Connecticut Mutual in 1957 
after graduation from the University of 
Nebraska Law School. He received a 
B.S. in business administration from the 
same University in 1952. 


BROKERAGE SUPERVISOR 
The Valley Forge Life of the American 
Casualty group announces the appoint- 
ment of Hal Lee Thompson as regional 
life brokerage supervisor. He will be 
oe adquartered in AQOCO’s Charlotte, 


C. branch office and will supervise 
both North and South Carolina. 

Mr. Thompson replaces Tod Ryan who 
was recently promoted and transferred 
to Dallas to head up Valley Forge Life’s 
Texas operation. 
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New England Life Regionals 


New England Life has completed the 
ast of five regional sales meetings held 
throughout the country in September 
an October for 582 members of its field 
force and their families. 

‘'wo meetings were at Manchester, Vt., 
for agents from New England and the 
northeastern United States. Agents 
from the south and southeast met at 
Point Clear, Ala., midwestern and south- 
western agents gathered at Colorado 
Sy ings, while those from the west coast, 
Rocky Mountain States and Hawaii 
went to Palm Springs, Cal. for their 
meeting. 

Speaking on the theme of the regionals, 
“Your Golden +. gy ar om Agency 
Vice President John Barker, Jr., said 
“In the coming months, the Federal 
gov -rnment will be opening huge sums 
for the updating and supplying of equip- 
ment for the armed forces, as well as 
for the development of nuclear weapons 
and defense. While this has its serious 
and its fearful aspects, there is still a 
silver lining, or in the tradition of this 
meeting, I will say that the clouds are 
lined with gold. 

“In the first place, it is bound to 
produce a healthy stimulus to the econ- 
omy and to pinpoint the need of those 
extra dollars going into sound life in- 
surance programs. In a broader sense, 
however, it will re-dedicate our citizens 
to the concept of ‘human life value.’ If 
it were possible to restate the theme of 
this meeting in a single sentence, it 
would be this: ‘We are dedicated to the 
lofty task of replacing human life value 
to a man’s family, his business, his com- 
munity and his country,’” Mr. Barker 
said. 

“If you or any other intelligent Amer- 
ican businessman were selecting a cor- 
porate trustee for your property, you 
would be keenly interested in the reputa- 
tion of that trust company for financial 
skill and know-how. Why shouldn’t the 
same standards be observed when pre- 
miums are paid to a life company? 

“Our $7 billion of life insurance in 
force is backed up by $2% billion in actual 
reserves, and there is plenty of com- 
petition in the investment of these funds. 
Just as a mz anufacturer usually realizes 
his highest profit margins on new prod- 
ucts and new innovations, the invest- 
ment officer secures for his company tthe 
highest yield in new and previously un- 
tried fields of investment. These com- 
mitments are indeed a challenge to our 
investment officers, who must assess ac- 
curately the degree of risk involved, 
make certain that the over-all return 
on an investment will compensate ade- 
quately for the risk taken, and then sell 
their finance committee on the specific 
proposal. 

“A review of the changes in our port- 
folio over the last 116 years is like read- 
ing a history of the American economy. 
As holders of large amounts jof long- 
term capital, we have felt a keen sense 
of responsibility to put these funds to 
work in the manner which is most desir- 
able—not only from the standpoint of 
our own policyholders but also for the 
economy as a whole. Since we do not 
have the staff to travel about the country 


seeking out possible investments, we 
must rely on those that come to our 


attention through commercial bankers, 


Investment ‘bankers, mortgage corre- 
spondents, prospective borrowers, or 
through other intermediaries. Our repu- 


tation in the world of finance is just 
as high as it is in the world of insurance. 


“Conservative Progressivism” 


“No matter what we may do to pass 
on to our policyholders the benefits of 
this ‘conservative progressivism’ in the 
form of increased dividends or other ad- 
vantages, there will still be some cover- 
ages that can be demonstrated to be 
cheaper than their New England Life 
Prototypes. 

“Our record is not only the achieve- 





ments of the past, but the current status 
of our company in the financial com- 
munity. This should be far more im- 
pressive than some computation involv- 
ing a projection of dividends many years 
into the future. The ratio of our sur- 
plus to assets, the nature and quality 
of our investment portfolio, the sagacity 
and competence of our financial officers 
—surely these have a greater bearing on’ 
our ability to perform throughout the 
life expectancy of a given policyholder. 

“If that policyholder is a prospector 
(and, to a degree, he is just that), he 
will find a richer vein by these stand- 
ards than he will by actuarial predictions 
of the future.” 


Featured at the sessions were panels 
and speeches on “Prospecting for Gold,” 


“Digging for Gold,” “Working the 
Mine,” “Mining for Special Veins,” 
“There’s Gold in Group, Too,” and “The 


24-Carat Approach.” The last was a pen- 
sion presentation by Joseph W. Pearson, 
agency pension consultant. The subjects 
covered included prospecting and recruit- 
ing, the selling of individual, pension, 
business and Group life and health in- 
surance, package selling and estate plan- 
ning. 

The top twenty producers in each 
region were honored as “The Golden 
Twenty.” 

Home office executives attended each 
session to confer with agents and gen- 
eral agents and to answer their ques- 
tions on home office policy. In addition 
to Mr. Barker, those attending one or 
more of the meetings included President 
O. Kelley Anderson, Board Chairman 
George Willard Smith, Administrative 
Vice President James B. McIntosh and 
other top company executives. 


Joins Pan-American Life 


James C. Kelly has been appointed 
general agent in Albuquerque, N. M. 
for Pan-American Life of New Orleans. 
A native of Lockhart, Texas he entered 
the insurance business in 1946 in Lock- 
hart. 

In 1953 Mr. Kelly opened up operations 
in the State of New Mexico for South- 
land Life. He served as branch manager 
for Southland until 1958 when he opened 
an office for Great American Reserve. 
In 1960 Mr. Kelly took over manage- 
ment of Western Insuwrors, Inc. in Al- 
buquerque and served as general man- 
ager until assuming his present position 
with Pan-American Life. 

The new general agent for Pan-Amer- 
ican Life served as a sergeant in the 
Marine Corps during World War II. 


Four Join Controllers 


Four life insurance executives have 
been elected to membership in the Con- 
trollers Institute of America—John Gall, 
controller, Aid Association for Lutherans, 
Appleton, Wis.; William J. Ryan, con- 
troller, North American Company for 
Life, Accident and Health Insurance, 
Chicago; Mark K. Shaw, controller, 
Farmers Insurance Group, Los Angeles, 
and William A. Spare, controller & as- 
sociate actuary, Provident Mutual Life, 
Philadelphia. 

Established in 1931, the Institute is a 
non-profit management organization of 
controllers and finance officers from all 
lines of business—banking, manufactur- 
ing, distribution, utilities, transportation, 
‘etc. Total membership exceeds 5,200. 


LICENSED IN MINNESOTA 

General Life of Wisconsin has been 
licensed to do business in the State of 
Minnesota, according to: Wallace C. Berg, 
President. General Life has been operat- 
ing exclusively in the State of Wiscon- 
sin since the company’s inception in 
April, 1959. 








ANOTHER ADAPTABLE 


CROWN LIFE 


PLAN 


designed for sale... where low premiums... where high cash 
values... where high dividends are required ! 


20 PAY CROWN SECURITY LIFE AT 65 





Compare these top values per $1,000: 

Age 25 Age 35 Age 45 

Ann. Prem.** $ 29.53 $ 36.32 $ 46.32 
CSV 2 13.00 19.00 26.00 
5 87.00 109.00 134.00 
10 223.00 274.00 329.00 
20 554.00 676.00 814.00 
at 65 814.00 814.00 814.00 

Accum. Divs.* 1 2.61 2.82 3.43 
5 16.00 18.00 22.00 
10 42.00 47.00 57.00 
20 133.00 152.00 184.00 
65 506.00 324.00 184.00 

*Dividends not estimates or guarantees. **Plus $7.50 per policy annually. 











Sold non-participating, too, with lower premiums but same high commissions. 











a To: Brokerage Development Dept., 
when it’s new Crown Life Insurance Co., 
‘ 120 Bloor St. E., Toronto, Canada. 
in town cou 
J Please rush details of Crown Security Life at 
it comes 65 and 20 Pay Security Life at 65 
to: 
frOM \ rawe 
CROWN |“ 
CITY STATE 














Middle Atlantic 





New Jersey: New Jersey Life Associates, Inc., Suite 930, Ray- 


mond Commerce Blidg., 1180 Raymond Bivd., New- 
ark 2, MI 2-2083 


Pennsylvania: A. R. Atwater, 354 Lancaster Ave., Haverford, 
TR 8-2848, MI 2-4421 


J. J. Durkin, Shrineview, Dallas, 4-6203 
J. Ehrman, 5700 Bartlett St., Pittsburgh, AT 1-0626 


P. G. Kekich, 1614 Investment Blidg., 239 Fourth 
Ave., Pittsburgh, GR 1-9010 


T. E. Malley, 2608 Saybrook Dr., Pittsburgh, CH 
1-4313 


G. A. Vickey, 3927 Wood St., Erie, UN 4-3522 


A. F. Williams, Metzger Bidg., State College, AD 
7-4901 
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Underwriters Nat'l 
Unveils New Policies 


OFFERS FIVE. ‘HEALTH PLANS 


Young Quneuee’ es Three Disability 
Income Policies, Plus Major Medical 
And Hospital Income Plans 
Underwriters Nz ional Assurance of 
Indianapolis, a new entrant in the health 
nsurance field, has put an initial line 
f five policies on the market, combining 

a number of advanced features 








disability income, it is 
fering three policies, a non-can, a guar- 
anteed renewable, and an optionally re- 

~wable. All three are identical in provi 
newapbie il three are identical in provi- 


sions except for the renewability clause. 


In the field of 


The non-can policy is “unique” in of- 
fering guaranteed premiums to age 65 
and guaranteed renewability (but 
reservation of the right to change rates 
by policy forms) after 65 as long as the 
employed. The guaranteed 
policy is so guaranteed after 
65 as well as before as long as the in- 
sured is employed full-time. The 
ally-renewable policy has no age cut-off. 


with 


insured is 
renewable 


pt ic yn- 


Has “Military Suspense Provision” 


All three policies offer a five-year 
‘own occupation” definition of total dis- 
ability, incontestal lity after two years 


premium waiver after 90 
days, four months definition of recurrent 
disability, no geographical restriction, 
and a “military provision under 
which an insured, called into military 
service, may receive a pro rata refund 
of advance premium and may, upon 
severance from active service, reinstate 


retroac tiv e 


suspense’ 





ie policy without evidence of insur- 
ability. The po licies are non-pro-rating 
by reason of change of occupation or 
ther coverage, have no “relationship to 
earnings’ clause, and  nevc require 
house-confinement. 
Exclusions are “at a minimum”: War 
act f war, suicide or attempt 
there at, military service, pregnancy and 
childbirt! Mental illness is not ex- 
cluded. T wording of the policy also 
excludes private flying; but it is under- 


stood that on special consideration, the 
restriction will be waived without ad- 
ditional premium 

Fourth policy in the line is a Major 
Medical with no co-insurance except on 
private-duty nursing Deductibles of 
$250, $500, and $1,000 are available and 
maximums of $5,000, $10,000 and $15,000. 
The $250 deductible will be written only 
with a $5,000 maximum, and the $15,000 
limit will be written only with a $1,000 
deductible. The $250 deductible is avail- 
able only to families with a combined in- 
come under $7,500 and carries a $20-a-day 
DBR limit. All other forms have a $25 
maximum. Surgical is limited to $1,000 
for any one procedure or series of related 
proce dur oy 

The policy is guaranteed renewable for 
life, issuable individually or to a family 
group. In the 1 
to an individual policy without evidence 
f insurability is 





atter case, conversion 


guaranteed 
coverage t 
provision 


dependents 
whose erminates by policy 

In addition to medical expense cover- 
age in and out of hospital, the policy also 
offers half-benefit coverage for con- 
valescent-home care Mental illness is 
covered 30 days in-h« spi tal and the first 
30 days out of ‘hi spital. The deductible 
applies only once in case of common ac- 


cident or common illness 
Fifth in the UNAC line is a hospital 
income policy under which a_ stated 





monthly benefit (1/30th a day for less 


than’ one month) is paid in event of 


COX TO HEAD A. & H. CLUB 


Officers of New York Club to Be Installed 
January 18; Christmas Party Slated 
For December 12 
New officers and members of the exec- 
utive committee, Accident and Health 
Club of New York k, will be installed at 
the next monthly meeting, January 18. 

Elected president is Christopher J. Cox, 


North American Reassurance; first vice 
president, Norman E. Walter, Guardian 
aes second vice president, Robert S. 

Schoonmaker, Equitable Life; third vice 


president, Charles M. Carlsson, Com- 


mercial Travelers Mutual Accident Assn.; 
treasurer, Walter A. Sivek, Mutual Bene- 
fit Life; assistant treasurer, John Kirk, 


American Life of New York; 
Harold S. Nachmann, 
of Reading, Pa.; 
Reginald J. Berry, 
ant d head of publicity, 
Health Insur rance 
Chairman of the 


secretary, 
American Casualty 
assistant secretary, 
Metropolitan Life, 
Arthur E. O'Leary, 
Institute. 

executive committee 


will be William B. Cornett, The Pru- 
dential. Executive committee members 
include Douglas J. Moe, Colonial Life; 
Fred W. Bumby, W. L. Perrin & Son; 


Andrew G. 
William L. 
and Arthur 
Life. 

Mr. Cornett announced that the club’s 
annual Christmas party will be held De- 
ember 12, at Hotel Shelbourne, 37th 
Street and Lexington Ave. Festivities 
will begin at 5:30. 

“In response to several inquiries,” My. 
Cornett told The Eastern Underwriter, 
“the executive committee after an ex- 
haustive search has put together an 
entertainment program of decided good 
taste.” Cost, he added, is $10. 


Needless Surgery Called 
Health Plan Cost Factor 


Charges that the high cost of health 
insurance plans was due in large measure 
to unnecessary surgery and the construc- 


Borden, Metropolitan Life; 
Kick, Aetna Insurance Co., 
Whalen, Bankers National 


tion of more hospital facilities than 
needed, often by institutions run for 
profit, were made by New York City 
Hi S] piti ils Commissioner Ray E. Trussell 


at a hearing conducted by the New York 
State Joint Legislative Committee on 
Health Insurance Plans. 

Dr. Trussell told: the committee, which 
is studying especially the operation of 
Blue. Cross and Blue Shield, that a 
report on the quality of medical care, to 
be submitted to the state within the next 
f-w months, would give “some unbe- 
lievable descriptions of unnecessary 
surgery” im non-aecredited hospitals. 

“It as regrettable,” he said, “that in a 
city with so many fine institutions and 


well-trained physicians that patients stille 


have so little protection.” 

Dr. Trussell expressed belief that the 
Associated Hospital Service’s Blue Cross 
plan faced a grave problem in the build- 
ing of more hospitals for profit than were 
needed 





hospitalization, regardless of actual ex- 
penses and without evidence of medical 
expense bills paid. Written in $100 a 
month units, it is available up to $800 a 
month for one year. A ‘half-benefit is 
available for convalescent home care. 
This policy is also guaranteed renewable 
for life and will be paid in addition 
to any other hospital-benefit coverage 
owned except that the amount issued 
is limited by the other coverage owned 
at time of issue 

The policy may be issued on an 
individual or a family basis, and as in 
he Major Medical, convertibility is 
guaranteed to dependents when auto- 
matically excluded from family coverage 


St Happened Last “Week: 


Research on Degenerative 
Diseases Must Get Priority 
Society of Actuaries Told 


Gradual but long-range progress in 
the efforts of medical science to lower 
the death toll from degenerative diseases, 
was forecast by three medical doctors 
who discussed the probable effects of 
medical advances on longevity last week 
at the annual meeting of the Society of 
Actuaries in While Sulphur Springs, W. 
Va. 

In a panel program, Dr. Norvin C. 
Kiefer, chief medical director, Equitable 
Life Assurance Society; Dr. William A. 
Jeffers, scientific director, Life Insurance 
Medical Research Fund; and Dr. Frank 
L. Horsfall, Jr., president and director, 
Sloane-Kettering Institute for Cancer 
Research, cautioned ‘that advances in 
the control of such degenerative condi- 
tions as heart disease and cancer do not 
happen overnight and that progress is a 
product of years of painstaking research 
and testing. 

As chairman of the panel discussion, 
Dr. Kiefer told his audience that so much 
of our future health progress depends 
upon success in attacking the degenera- 
tive diseases, it follows that research in 
them must be assigned the highest pri- 
ority in the coming decade. 

“There will be further dramatic prog- 
ress in treatment and some giant strides 
toward fuller understanding of causa- 
tion,” he predicted, “but the problem of 
prevention of occurrence of degenerative 
diseases will in large measure still be 
with us at the end of this decade, and 
longer.” 

Dr. Kiefer called attention to the en- 
vironmental health problems that he ex- 
pects to be a cause of growing future 
concern. He included such public health 
hazards as accidents, water pollution, 
the “smog” pollution of urban areas and 
ionizing radiation, 


Only a Gradual Improvement in 
Longevity 


Noting that there appears to be a 
relative increase in deaths at earlier ages 
from such degenerative heart diseases as 
coronary disease, Dr. William A. Jeffers 
stated that over the past 30 years there 
has been only a gradual improvement in 
longevity and a relative increase in 
deaths due to heart disease. 

At such time as medical science dis- 
covers possible effective treatment which 
could lower the death rate from de- 
generative diseases, Dr. Jeffers cautioned 
that a test period of about 20 years 
usually will be required to demonstrate 
their effects upon the death rate. 

He indicated that “before a discovery 
in basic science is studied for its possible 
benefit in the treatment of sick patients, 
we must employ further laboratory tests 
for periods of about five years. Another 
five years will usually be required to 
prepare it for general use. Finally, you 
and we will wish to avoid drawing firm 
conclusions concerning its effectiveness 
short of another ten years of treatment 
experience. 

“There is a related opportunity of 
mutual interest to you and to the medical 
profession,” he declared. “If we can, to- 
gether, find ways of increasing the use 
of improvements in treatment by the 
public, as through health insurance plans, 
it can be anticipated that improved 
morbidity and mortality will earlier be- 
come evident.” 

Ten years ago, one cancer patient in 
four could be treated and considered 
“cured,” today improved techniques pro- 
duce such “cures” in one out of three 
cancer patients, Dr. Horsfall reported. 
Discussing the progress in cancer re- 
search in recent years, he stated that 
it has been substantial but tedious. 

He added that radiation and some 
organic chemical compounds, including 
coal tars, can cause the disease, and that 
a more important cause, virus, is sus- 


AMA President Hits 
‘Smear Campaign’ of 


JFK Administration 


said American 
Leonard 


“The compelling ‘issue,” 
Medical Assn. President Dr. 
Larson to the association’s house of 
delegates in Denver last week, “is social- 
ization versus voluntarism or compul- 
sion versus freedom of choice. We are 
for voluntarism.” 

Calling the King-Anderson bill for aged 
medical care “one of the most destructive 
proposals affecting the Federal-state 
relationship ever introduced in Congress,” 
Dr. Larson added that his group was 
engaged in a historic struggle to defeat 
the forces of the Left. 

He urged support of conservative 
members in Congress “not only by a 
friendly letter” but also with money and 
personal campaign assistance. He also 
charged that the Kennedy Administra 
tion, AFL-CIO had mounted * ‘an enor- 
mous smear campaign” against the AMA 
as } their eines tactic. 


Ribicoff ese “Strong” 
Support for Aged Care Bill 


Health, Education and Welfare Sec- 
retary Abraham Ribicoff brought his 
traveling road show home to’ Washing- 
ton last week replete with raves for the 
Administration’s aged medical care bill. 

“The bill drew enthusiastic responses 
wherever Regional White House Con- 
ferences were held,” he happily told re- 
porters. The Secretary was even in- 
spired to add that “180,000 members of 
the American Medical Association are 
not going to frustrate the will of 180,- 
000,000 Americans.” Retorted National Re- 
view Magazine, long a conscience of sane 
government policy: “In what court was 
the will probated, Mr. Secretary?” 


Group Disability for IAHU 
Resisted by Assn. Members 


A plan for the International Associa- 
tion of Health Underwriters to offer as- 
sociation group disability income to 
members, voted at the September ne 
ing of the organization’s board, not 
receiving the whole-hearted pant of 
individual members or even local asso- 
ciations. 

At least several well-known members 
of the association have questioned the 
propriety of an agents’ organization 
adopting an association group plan, and 
it is understood that acceptance has been 
rejected to date in several mid-western 
states where an open enrollment had 
been scheduled to start after the first 
of the year. The board resolution left 
acceptance up to local and state affiliates 
on the International. 

The plan, to be underwritten by Amer- 
ican Progressive Health, is to be admin- 
istered by Nicholas V. Sichenze, a four- 
time president of the Brooklyn’ chapter 
of IAHU. The program was piloted with 
the Southern New York Association and 
is said to have increased membership 
from 19 to 84 in less than a year. A 
similar program with the Brooklyn 
Brokers Assn. is credited with increasing 
membership in that organization from 
142 to 1,301. 

Primary goal of the program was an- 
nounced to be increased revenue to the 
association to enable it to fight social- 
ized health insurance legislation. 





pected and under broad study. Noting 
that it has been established that 20 
different Padi can cause cancer in 
animals, Horsfall concluded that if 
it is ad's that viruses can cause cancer 
in man, diagnosis and management of 
the disease will be facilitated. 
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Aged Medical Care Through 
Social Security is “Hope 
As You Pay Plan,” Says M.D. 


S,eaking before a recent meeting of 

the Indianapolis Association of Health 
Underwriters, Dr. D. E. Wood, Indiana 
State Medical Association, branded the 
effort to put medical care in social se- 
curi'y as a “hope as you pay plan,” un- 
funded save by the willingness of future 
tax-payers to carry the load. 
Wood estimated that if such a 
plan were put into effect, by 1970 the 
average worker would be paying more 
for social security than he now pays in 
Federal income tax. 

He also charged that the scheme is 
far less than the “all out care” pro- 
ponents declare it inasmuch as it has 
exclusions, deductibles, and maximums; 
and it does not provide for private medi- 
cal or nursing care. It will pay only 
those who contract with the government 
and pay them at set rates. “What more 
could socialized medicine do?” he asked. 

Proponents state that the FICA with- 
holding to finance the plan will be “only 
1%” more than at present—“but a 1% 
increase in FICA withholdings takes 
$2,000,000,000 a year out of the economy,” 
the —— pointed out, “leaving just that 
much less to be used to build the economy.” 
Furthermore, social security builds a 
public debt on which billions in interest 
must be paid forever. Medical care is 
already big government, he declared. In 
1960, government spent $6,250,000,000 on 


various phases of medical care even 
without the social security scheme. 
Dr. Wood also said there is grave 


doubt that more money for medical care 
is needed by the elderly; and he cited 
a survey of 71 Indiana hospitals that 
showed that fewer than 2% of those 
over 65 cannot or do not pay their bills. 
“Statistics show that as a class, those 
over 65 are better off financially than 
those under that age, and yet the under- 
65 would be taxed to pay the over-65.” 

Dr. Wood called for a deluge of letters 
to congressmen making known the fact 
that the wnorganized majority is not in 
wholehearted support of such proposals 
as the King bill. 


OK POLICYMATIC IN N. J. 





American Home Assurance to Offer Land 

Travel Policies Through 2,000 Dis- 

pensing Machines in State 

Creighton P, Cunningham, president of 
American Home Assurance, has an- 
nounced that his company had received 
approval from New Jersey Insurance 
Commissioner Charles R. Howell to offer 
a new short term, low cost, land travel 
policy through a “unique sales aid” to be 
employed by American Home agents. 

The policies to be offered will be dis- 
pensed through automatic machines, ac- 
cording to Mr. Cunningham, which will 
be placed at service stations, motels, 
hotels, bus terminals and other places 
of convenience to the traveling public. 

Mr. Cunningham pointed out that this 
equipment will enable American Home 
agents to provide, through the special 
risks division of ‘his company, a policy 
that for $1 will provide for one week, 
$7,500 in accidental death benefits and 
up to $500 in medical expenses that they 
normally could not profitably write. 

“We have long searched for a method 
by which we could serve the traveler 
with low cost insurance supplementing 
his existing coverage at a time when he 
needs it most. This machine and the 
policy approved for New Jersey answers 
that need,” said Mr. Cunningham. “We 
will restrict the activities of this new 
program to local agents who are an 
essential part of our mass selling pro- 
gram and the equipment will be under 
the sponsorship, control and supervision 
of licensed insurance agents in New 
Jersey.” 

More than 2,000 locations will be pro- 
vided with these machines in the state, 
according to Mr. Cunningham. 

The patented automatic machines are 
manufactured by the Policy-Matic Corp. 
ot America, Atlanta. 


Zurich to Promote Gatherer 
And Bowling on January 1 


Two promotions, effective January 1, 
have been announced by Zurich-Ameri- 
can Companies, Chicago. Walter J. 
Gatherer, assistant secretary, has been 
made secretary of all four Zurich-Amer- 
ican companies. James Bowling, assistant 
secretary and administrative officer of 
Zurich-American Life, has also been made 
assistant secretary of the Zurich Insur- 
ance Co, and American Guarantee & Li- 


ability. Mr. Gatherer will direct all 
Group and special risk operations. Mr. 
Bowling directs all life and individual 
health operations. 

Mr. Gatherer joined Zurich as branch 
manager, Cleveland, in June, 1958. He 
spent five years as branch manager for 
American States Insurance Co. and was 
also branch manager for Fireman’s Fund. 

Mr. Bowling joined Zurich as a 90d 
ant secretary and administrative office 
Zurich-American Life the first of this year. 
His 25 years of insurance experience in- 
clude service with Valley Forge Life, 
Fidelity Life, Income Mutual Insurance 
Co. and Hoosier Casualty. 





ADMINISTRATIVE ASSISTANT 
Seeks Responsible Growth Position 


Vet, 32, B.B.A. degree. Supervisor Under- 
writing ‘Dept. (A&S)—5 yrs. Manager A&S 

+. of large insurance agency. Expert at 
- icyholder's Service, Agency depts. and 
reorganization for increased production. Ad- 
dress Box 2962, The Eastern Underwriter, 232 
Madison Ave., New York 16, N. Y. 











HIAA Adds New Companies 


New members who have joined the 
Health Insurance Association of Amer- 
ica are Monumental Life, Baltimore, 


and Shenandoah Life, Roanoke, Va. 


For Years He'll Be Paid 


* Generous commission checks 
today, renewal checks tomorrow, 
that can go on throughout retire- 
ment —and continue to be paid 


VESTED 
RENEWALS 


to survivors. One of many out- 


standing examples of the American agency sys- 


tem at work at Combined. 


As a General Agent you will find a proven sales 
formula for success in Accident And Health at 
Combined— and something more! 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 





Good things happen when you 
represent a Combined Com- 
pany... more agency income 
.+- more people employed... 
more community stature for 


your organization. 


Too good to be true? Make us prove it. Write 


today—on your agency letterhead, to: Disability 
Division, Combined Insurance Company of 
America, 5050 Broadway, Chicago 40. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
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Must Preach Balanced 
Multiple Line Sales 


HINCKLEY TELLS N. Y. AGENTS 


Superintendent of Life, A. & H. Agencies 
For Travelers Urges Speed Up of In- 
dependent Agent Recruiting, Training 


The need for American Agency System 
Insurance Companies to speed up recruit- 
ment and training of independent agents 
was emphasized last week by George P. 
Hinckley, superintendent of agencies, 
life, accident and health agency depart- 
Travelers. Mr. Hinkley 
problem in an address 

“Blue Print For Balance” 
the Insurance Agents 
Monroe County, N. Y 

In analyzing the recent past of the 
multiple line company, he said “our most 


ment of The 
discussed the 
given before 
Association of 


glaring failure has not been the quality 
of the independent agent, but our failure 
thus far to increase the number of in- 
dependent agents. Only by increasing 
the numbers of well qualified independent 
agents will we be able to withstand the 
onslaught of tens of thousands of con- 
trolled agents invading the home of our 
clients as they collect their premiums 
and our expiration dates 

“There was no measurable increase in 
the total number of independent agents 
in the decade just enc ded despite a 30 
milli m gain in p opulati ion,” he continued. 
“A 33 million gain in population is fore- 
seen for the present decade and we must 
grow numerically too.” Mr Hinckley 
stressed the need for a balanced multiple- 
line ap proacl h, “as we (the agents) can no 
longer force feed the public products that 
have not been silences with the 
ultimate buyer in mind.” 


Why Direct Writers Have Become 
Keen Competitors 


He cited as reasons why the direct 
writing companies have become such 
keen competition in recent years as two- 
fold: one, product emphasis and 
two, extensive market research. “Per- 
haps the most profound, far-reaching 
effect of the direct-writers’ growth 1s 
that they researched the buying public 
while we were still doing business 
deluded by the fact that in the ten 
years following World War II inflation 
was swelling our incomes. In other 
words, our growth was not sound 

“In the boom days following the War 
many age ncies and companies just ‘grew 


single 


like Topsy’... Agencies became top 
heavy in auto lines, some to the point 
where 75% or more of their earnings 


came from this one line alone. Money 
is money and the imbalance was reflected 
in the companies’ income as well. Be- 
tween the cyclical losses and the direct 
writer inroads the rest is history.” 

Mr. Hinckley cited several ways of 
correcting this imbalance. Drawing on 
his experience with The Travelers, he noted 
that in the past three years, The Travel- 
ers has opened 26 new personal lines 
agency offices where a joint casualty-fire 
and life, accident and health approach 
to agent training and production has been 
initiated. 

“We have reached over and knocked 
down the historical barriers erected by 
years of inter- department al competition 
for the agent’s time. The agent is the 
real focus of this new program rather 
than the lines that he sells. Moreover, 
by preaching balanced multiple-line sell- 
ing we feel that the agent is being 
prepared to remain the master of his 
agency throughout his career.” 

Continuing, Mr. Hinckley said that 
“since our yet unborn competitors will 
be trained life insurance salesmen, | 
maintain that it is in this area that we 
must strive to rebalance our sources 
of income. Not by selling less of prop- 
erty lines, but more life insurance. Nor 
may we seek refuge by abandoning 
personal lines for commercial risks.” 

A means of increasing the agents sell- 
ing time was also pointed out by Mr. 
Hinckley that of direct billing. “In- 
stead of feeling that this is bad or good, 
ask yourself if it does not free you for 
more personal contact with your clients. 
As teaching bears little relation to the 
ability to collect lunch money, so does 
high quality agent’s service ‘bear little 
relation to his billing and collection 
procedure. We at The Travelers have 
begun the direct billing of our com- 
mercial accident and health account 
When agents thorou; ghly understand the 
reasons for change the y have been more 
than willing to accept it.’ 

In conclusion, Mr. Hinckley asked that 
“we consider the future as one entity 
and force others to catch up. We can 
do this in independence rather than 
anarchy; in trust rather than suspicion. 
The future belongs to those who plan for 
it. 


DAVIS HEADS AGENCY 
Aubrey D. Davis has been named man- 
ager of The Travelers’ life, accident and 
health agency in Oklahoma City, Okla. 
Mr. Davis joined Travelers as a field 
supervisor in 1952, was named assistant 


manager in 1954 and moved up to man- 


ager of the Columbia, S. C. office in 
1957. 





manpower development. 





Consultant to Life Insurance 


and A. & H. Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


with Life Insurance Companies wishing to develop Sick- 
ness and Accident business and Sickness and Accident 
Companies wishing to develop life insurance business. 
Record of unusual achievement as consultant. Work on 
all phases of Home Office agency activity as well as field 
Can be seen by appointment. 








‘No Ins. Panacea for All’ Says 
A. & H. Experience Analyst 


“A number of persons with socialistic tendencies are at this time engaged in a 
propaganda for sickness insurance in the interest of the working class, with premium 


contributions divided between the employer 


er, employe, and state, and 
that this propaganda will get headway in the near future. 


it is not unlikely 
It ‘will, at least, have the 


effect of hastening the introduction of ideal sickness insurance. 


This paragraph from the “Cyclo- 
pedia of Insurance in the United 
States” would not attract too much 
attention in today’s press. It ap- 
parently did not attract too much 
attention when it was first printed 
in 1916, since it has only been within 
the past few years that much head- 
way has been made toward provid- 
ing “ideal sickness insurance.” 

This was the central theme jof a paper 
entitled “Recent Trends and Innovations 
in Individual Hospital Insurance,” de- 
livered by M. Eugene Blumenfeld, A. 
& H. experience analyst, Federal Life & 
Casualty before the annual meeting of 
the Casualty Actuarial Society in Chi- 
cago. 

This paper highlights the history of 
hospital insurance, the need for new 
ideas in the field, and some of the new 
plans offered by insurance carriers striv- 
ing to solve the problem. It goes into 
some detail concerning statistics, the 
best tool of the actuary burdened with 


LIBERALIZE NON-CAN PLAN 


Standard Security Life Liberalizes Non- 
Can and Guaranteed Renewable Dis- 
ability Income Policy 

Standard Security Life has liberalized 
its non-cancellable and guaranteed re- 
newable to Age 65 disability income pol- 
icy, to non-cancellable to 65 and guar- 
anteed renewable to age 70. 

The effect and importance of this 
liberalization on policyholders will be 
felt in the future, when health and 
inclination permit policyholders to work 
beyond the usual retirement age of 65, a 
company statesman said. Now, it is pos- 
sible for this policyholder to continue 
to protect his earning power against dis- 
ability for an additional five years 
through ownership of Standard Security’s 
quality disability income protection plan. 
Present policyholders automatically bene- 
fit from this liberalization of coverage. 
There is no additional premium. 


Women in executive-type occupations 
will be offered a 25% rate reduction, 
from 200% of the male rate to 150% 
of the male rate. This reduction makes 
Standard Security’s quality  disablity 
income competitive. ; 

A hospital rider to the non-cancellable 
disability income protection policy pays 
from $10 to $50 daily hiospital bene- 
fits, with a corresponding “miscellane- 
ous” benefit from the first day of hos- 
pital confinement up to 200 days. This is 
paid in addition to the income benefits 
provided by the basic policy. This rider 
is offered to both men and women. 


IAHU to Meet June 24-27 
At Fontainebleau Hotel 


The board of the International Asso- 
ciation of Health Underwriters an- 
nounces the association’s 32nd annual 
convention will be held at the Fontaine- 
bleau Hotel, Miami Beach, Fla., June 
24-27, 1962. 

The Florida convention committee :rec- 
ommended to the board a change of site 
from the Americana Hotel to the Fon- 
tainebleau. The board voted to go along 
with the committee’s recommendation. 

Earle R. Bennett, Provident L. & A., 
Tampa is convention chairman. A former 
IAHU president, he headed the Miami 
Beach convention committee in 1956, 
when last the association met in Florida. 
Robert Boyle, Accredited Insurance As- 
sociation, St. Petersburg, is convention 
co-chairman. He is IAHU zone chair- 
man-board member. 


the task of creating the “ideal” plan, 
Mr. Blumenfeld’s conclusion: 

“Unfortunately there does not appear 
to be one plan or type of policy as a 
panacea for all. Just as there is no one 
medicine to cure all ailments, there is no 
one plan of insurance to meet the needs 
of all people.” 

This is why private carriers, ‘competing 
in a free enterprise, appear to offer the 
best solution to the problem of insurance 
for hospital and medical expenses, he 
concludes. 


400,000 SHARES ARE BOUGHT 


Kentucky Central Life & Accident Shares 
At $14.75 Per are “Grabbed Up” 
In Three Hour Period 
A national offering of 400,000 shares of 
stock of the Kentucky Central Life & 
Accident was “grabbed up” in a three- 
hour period recently, President Garvice 

D. Kincaid announced. 

The shares, Class A non-voting com- 
mon stock of $1 par value, were sold at 
$14.75 per share. The transaction was 
handled by an underwriting group headed 
by Stifel, Nicolaus & Co. St. Louis 
investment firm. 

Of the total of 400,000 shares, 200,000 
shares were offered as new issue by 
Kentucky Central and 200,000 shares by 
Lexington Finance Co., Lexington, Ky., 
a selling stockholder. 

Mr. Kincaid said the net proceeds to 
Kentucky Central will amount to $2,728 - 
000, of which $200,000 will be credited to 
the company’s capital account, with the 
remainder allocated to the surplus ac- 
count for working ¢ capital to be used in 
the further expansion of business through 
underwriting new business and acquiring 
business through merger or purchase. 

Stock offering was purchased by more 
than 3,000 investors in 22 states, and 
thus will bring the total number of Ken- 
tucky Central stockholders to pear 
mately 6,500. The offering was made 
accordance with action taken at the com- 
pany’s last annual meeting, when the 
board of directors increased Kentucky 
Central’s authorized capital from 2,023,- 
000 shares to 3,000,000 shares of Class A 
non-voting $1 par value common stock. 

The offering was termed in Kentucky 
financial circles as “one of the largest 
effected by a national underwriting group 
involving Kentucky companies, outside of 
the public utility field.” 

The 60-year-old Kentucky Central, with 
home offices in suburban Louisville, has 
approximately $300,000,000 of life insur- 
ance in force, operates in 15 states, and 
has an agency force of more than 1,000. 

The company has acquired, through 
merger or purchase, five life insurance 
companies in the 2% years Kincaid has 
been president of the firm. 


Texas Will Offer Aged Med. 
Care Through Blue Cross 


Effective January 1, The State of Texas 
will provide medical care for the aged 
through Blue Cross of Texas. A contract 
was signed recently between the State 
Welfare Department and Blue Cross 
enabling the more than 220,000 persons 
on old age assistance rolls to become 
eligible for the new’ program. 

Authorized under the Federal Kerr- 
Mills act, the plan will cost about $24,- 
000,000 over 20 months. If it is approved 
by the Department of Health, Education 
and Welfare, the Federal Government 
will pay about 75%, with the balance 
coming from the state funds. 
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Japanese Insurance Executives Learn 
U. S. Methods 

\ delegation of 12 leading Japanese 
fire and marine insurance executives 
visited New York City November 21 as 
part of a five-week tour of the United 
States to study American insurance 
methods and techniques. 

One of the highlights of their trip was 
a visit to the world headquarters ot the 
American Foreign Insurance Association, 
an organization of 14 major American 
non-life insurance companies operating 
in 75 foreign countries. 

Leader of the Japanese delegation is 
Tsunejiro Tejima, director and president 
of The Chiyoda ‘Fire & Marine Insurance 
Co., Ltd. 

The International Cooperation Admin- 
istration is Sponsoring the tour. How- 
ever, the participants are travelling at 
their own expense. 

James O. Nichols, president of the 
\merican Foreign Insurance Association, 
briefed the Japanese on his company’s 
world-wide operations. The Japanese, he 
said, were interested in discussing a 
number of problems now facing the Jap- 
anese non-life insurance industry, among 
them: rate making, multiple lines insur- 
ance, selling, marketing and public re- 
lations, relationships between U. S. and 
foreign markets, investments, personnel 
and business administration, claims set- 
tling methods, loss prevention, port con- 
ditions in U.'S., and other related sub- 
jects. 

Team secretary Hiroyuki Suzuki, man- 
ager of the foreign department of The 
Dowa Fire and ‘Marine Insurance Co. 
acted as spokesman in the absence of Mr. 
Tejima. Mr. Suzuki said that the group’s 
finding and recommendations will be dis- 
tributed to other Japanese insurance 
companies and will also be made public. 

The names of the other ten visiting 
Japanese insurance executives together 
with their affiliations, follow: 

Hisajiro Imai, (Marine and Fire Insur- 
ance Association of Japan, Kanagawa- 
ken; Hikoichi (Miyoshi, Taisho Marine 
& Fire Insurance, Tokyo; Nobuo Mu- 

raoka, Dai-Toyko Fire & Marine Tokyo; 
Sadafumi Nishizawa, Nippon Fire & Ma- 
rine, Tokyo; Hisao Saito, Nissan Fire & 
Marine, Tokyo. 

While in New York the Japanese dele- 
gation ‘were guests of AFIA at a lunch- 
eon at the Lawyers Club. 

les Ta 


Investment Bankers Take Look at 
Insurance Securities 


One feature of the 50th annual con- 

vention of Investment Bankers Asso- 
a of America meeting in Hollywood 
Beach Hotel, Florida, starting Novem- 
ber 26, was the report of the insurance 
securities committee. 

The year 1957 represented one of the 
worst loss years in the history of fire 
— casualty insurance, the committee 
saic 

Since that year, however, substantial 
improvement in underwriting profit mar- 
sins ‘has been achieved as the fire and 
casualty insurance companies have made 














an all-out attack on the underwriting 
problem from several directions. In- 
creases in rates in several lines, par- 
ticularly in the automobile bodily injury 
and property damage lines, represented 
the chief means by which underwriting 
losses were reduced and gradually con- 
verted into profits. Closer scrutiny of 
the underwriting business received from 
agents in certain metropolitan areas 
also produced better underwriting re- 
sults through the process of weeding out 
less desirable business. Perhaps more 
important than either of these factors 
has been the companies’ campaign to 
increase efficiency and reduce their ex- 
pense ratios. Adoption of more efficient 
operating techniques, particularly through 
increased utilization of electronic data 
processing equipment and through bet- 
ter organization of personnel, has repre- 
sented an important avenue for improve- 
ment. Reductions in commission rates 
paid on such mass lines as automobile 
insurance also has contributed to sav- 
ings in imsurance company operating 
costs. 

“Unfortunately, bad breaks in weather 
conditions both in 1960 and 1961 resulted 
in sharp increases in property losses, 
especially in the fire and extended cov- 
erage lines,” said the committee. “Just 
as 1960 seemed to be headed for one 
of the most profitable underwriting 


years in a decade, hurricane Donna 
‘struck Florida and the eastern seacoast, 
increasing, insurance losses by close to 
$100 million. This added at least one and 
one-half points to the combined loss and 
expense ratio for 1960 and wiped out a 
major portion of the underwriting profits 
of the stock fire and casualty insurance 
companies for that year. Again in the 
first half of 1961, the unseasonably cold 
weather of January and February con- 
tributed to a 10% increase in fire losses. 
This, coupled with a series of severe 
storms in the southwest during April 
and May, threw underwriting results 
back into the red. Before fire and cas- 
ualty companies could achieve much by 
way of recovery from the effect of these 
storms on underwriting profits margins, 
hurricane Carla on September 10 and 11 
of this year whipped into Texas from the 
Gulf of Mexico and caused more catas- 
trophic property losses in that area. 
Fortunately, the second major tropical 
storm of the season, hurricane Esther, 
stayed out at sea and its winds caused 
a relatively small amount of property 
damage. 

“It would thus appear that catastrophic 
storm losses in both 1960 and 1961 have 
more then neutralized progress which a 
majority of the stock fire and casualty 
insurance companies have been making 
in solving their basic operating prob- 
lems. For example, the automobile li- 
ability insurance business produced a 
profit for Travelers Insurance Company 
in 1960, and several other companies 
have recently reported profitable under- 
writing results from this heretofore 
troublesome line. Furthermore, the ex- 
pense ratios of many companies have 
been brought down to much more satis- 
factory levels during the past two years, 
reflecting the commendable gains in ef- 
ficiency of operations which have been 
achieved.” 

Insurance is a business of percentages 
of probability, the report concluded. 
“Losses will vary from year to year but, 
assuming that rates are properly con- 
structed, underwriting operations should 
be profitable in the long run,” it said. 
“This is so because insurance law recog- 
nizing that insurance is an indispenable 
factor in our economy, requires that in- 
surance ‘companies charge rates that are 
fair and reason< able, and which should 
assure sufficient income over a period of 
years to pay losses and expenses and 
leave a margin for profit and contin- 
gencies. Fire and casualty insurance com- 








INSURANCE COLLEAGUES. James O. Nichols, president of the American 


Foreign Insurance Association, 


Suzuki, 


receives scroll from team secretary Hiroyuki 
(left) Manager of the Dowa Fire and Marine Insurance Co. and 


Hisajiro Imai, director and chief of general affairs department of the Marine 


and Fire Insurance Association of Japan. 


of 12 visiting Japanese insurance executives who are on a five-week tour of 
the United States to study American insurance methods. 


They are members of a delegation 


panies can attempt to refine their un- 
derwriting business and minimize losses 
by becoming increasingly selective as to 
the risks they assume. However, if the 
industry’s average loss ratio runs be- 
tween 60% and 65%, as would seem to 
be a fair assumption under current con- 
ditions, the target for the management 
of most fire and casualty insurance com- 
panies is to bring the expense ratio 
(ratio of expenses to premiums written) 
down to or below 35%. This is the ex- 
pressed goal of the managements of a 
number of companies, and several of 
these companies have made notable pro- 
gress in recent ‘years toward achieving 
that goal figure. Thus, it has become 
the practice of many analysts of insur- 
ance company securities to judge man- 
agements of the various companies to a 
large degree on the extent of the pro- 
gress they have made in the past three 
or four years in reducing their expense 
ratios.” 
* * * 


Investment Bankers Report on Fire 
And Casualty Investment 

With respect to investment results, 
the 1961 semi-annual aggregate figures 
compiled by Alfred M. Best Co. for 120 
stock fire and casualty insurance com- 
panies showed marked improvement. 
Net investment income rose by more 
than 7%, and substantial appreciation 
was recorded in stock portfolios com- 
pared to moderate market depreciation 
in the first half of 1960. Both loss re- 
serves and unearned premiums were 
higher in the first half of 1961, and as a 
result of operations since December 31, 
1960, assets advanced by more than 5% 
and surplus increased by 10%. 

The upward trend of investment in- 
come and values of equities owned has 
continued to date in 1961 and is expected 
to provide an important buffer against 
the increases in property insurance losses 
being ‘experienced as a result of the 
severe storms of this year. Based on rep- 
resentative figures for a broad group 
of 210 stock insurance companies, their 
aggregate policyholders’ surplus as of 
December 31, 1960, was approximately 
$8 billion, so that a 10% increase would 
amount to $800 million. This would more 
than take care of a substantial amount 
of underwriting losses. 

Dividends declared by a list of 210 fire 
and casualty insurance companies ag- 
gregated $279 million in 1960 (including 
policyholders’ dividends). This equalled 
56.7% of net investment income. Ex- 
clusive of policyholders’ dividends, the 
pay-out percentage might be estimated 
at about 50%. This indicates that there 
is a good margin of coverage for divi- 
dends for the average fire and casualty 
insurance company. A large number of 
fire and casualty insurance companies 
increased their dividend rates to share- 
holders in 1960 despite the inroads made 
in underwriting profits by hurricane 
Donna. More companies have raised 
their dividends to date in 1961. However, 
the pace of dividend increases for the 
balance of this year probably will be 
slowed as a result of hurricane Carla’s 
effect on underwriting results for 1961. 
Net investment income can be expected 
to continue its steady upward trend, 
however, and this should pave the way 
for future dividend increases when un- 
derwriting results show improvement. 

Market action of fire and casualty in- 
surance company stocks has been favor- 
able during the past year, although the 
hurricane news concerning the large 
losses from Carla depressed insurance 
stock prices in September, just as the 
effect of hurricane Donna last year was 
to bring prices down then. The Alfred 
M. Best Index of 30 fire and casualty 
insurance stocks started the year 1961 
at 42.5. As of August 31, 1961, it was up 
32% to 56.1. A study of the price action 
of imdividual issues indicates that the 
highest quality stocks during this period 
showed an average gain of over 40% 
while for the second line issues the aver- 
age gain was closer to.20%. Thus, the 
overall tendency has been to favor the 
highest grade issues which are on the 
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Gerber on Rating Practices And 
Regulation in Today’s Competition 


Judgment in insurance rate filing is 
based upon the minutest information and 
details states Insurance Director Joseph 
S. Gerber of Illinois, who holds that a 
judment filing is not intended to be based 
upon little information but rather such 
a filing requires submission of informa- 
tion that bears some semblance of 
thought and consideration. These and 
other views on rates and regulations he 
expressed before the annual meeting of 
Casualty Actuarial Society in Chicago. 

Mr. Gerber wonders whether com- 
petitive factors which now prevail in the 
property insurance field have destroyed 
the basic concept of dealing in multiples. 
He told the society members that the 
“present conditions which prevail in the 
property field indicate a trend to selec- 
tivity. Will selectivity do away with the 
concept of dealing in multiples? Recent 
indications give further impetus to this 
fact. 

“I have been advised by a number of 
individuals of prominence in the property 
field that this is so, that they have no 
other choice, that competition has forced 
them to reduce rates and reduced rates 
require selectivity. The result has been 
that in the automobile field we have 
developed the phenomena of merit rat- 
ing signage with debits and credits ac- 
cording to the experience of individual 
driver ; thus making the individual driver 
an aeleneey for determination of his rate. 


See Dangerous Trend 


“Forthright men in the property field 
have indicated that dual filings of rates 
to take care of selective risks and other 
risks more generally described as sub- 
standard is necessary under the com- 
petitive system prevailing today. I be- 
lieve that this is a dangerous trend. 
Many citizens that are be nye labeled and 
classified as non-selective risks resent 
and will continue to panes second class 
citizenshi ip. 

“I do not oppose the basic and funda- 
mental right of insurers to compete,” he 
continued. “I advocate the creation and 
innovation of new products in the busi- 
ness of insurance. But I insist that at all 
times competition and innovation should 
not bring about a destruction of sound, 
thorough casualty and fire actuarial study. 
“Should the time ever come when in- 
dividual carriers find that a rating bu- 
reau affiliation is a detriment in a highly 











best. 








PRITCHARD 


REINSURANCE 
Consultants and 


Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO” 


123 William Street, New York 38, N. Y. 
WOrth 4-1981 


competitive area, I envision a danger of 
horrendous magnitude, for without rating 
organizations chaos might well occur,” 
Mr. Gerber declared. “This is not a per- 
sonal opinion. Donald McHugh, while 
still serving with the Subcommittee in 
Washington, commented on the need and 
necessity for compilation of statistics in- 
dicating that if necessary some type of 
national organization would have to be 
created to develop pure loss ratio. 


NAIC Rate Report 


“In June, 1961, the National Association 
of Insurance Commissioners rating sub- 
committee report was submitted and 
adopted by the convention. I am sure 
that members of the insurance industry 
concerned with the vital issues of fire 
and casualty rates are curious as to why 
NAIC took the position it did. 

“I cannot speak for the personal at- 
titudes and thoughts which prevailed in 
the hearts and minds of the individual 
members, but as time progressed there 
appeared to be a blending of thought and 
consideration. Let us take several of 
the issues noted in the report. One of 
the more profound reasons given for the 
adoption of a subsequent disapproval 
rating law is that the insurers have 
difficulty in obtaining rate increases when 
necessary based upon the past experience. 

“One of the great leaders of the in- 
surance business recently stated that state 
regulatory bodies are no better qualified 
to forecast adequacy or inadequacy of 
rates as to warrant their assumption 
of full responsibility for approving them 
prior to putting them to a test of actual 
use. He further stated that the judgment 
of a regulator often without previous 
insurance experience is no better than 
the judgment of the filers’ experienced 
underwriters and probably not as good. 

“He states that the regulators would 
be better equipped to make an impartial 
judgment of the result by examination 
of the company experience ie actuaries 
indicating that the regulator would be in 
a better position to pass judgment on the 
basis of fact rather than conjecture. Of 
this I say that on the basis of filings 
that are being made in this highly com- 
petitive period, there appears to be more 
conjecture and less judgment,” Mr. 
Gerber observed. 

“If it is true that regulators are not 

(Continued on Page 22) 
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Intermediaries 


Honored at Dinner by 
His CU/NB Associates 





WILLIAM L. NOLEN 


In recognition of his retirement De- 
cember 31, United States Manager W. 
L. Nolen was tendered a_ testimonial 
dinner at the Union League Club, New 
York City, by ‘his associates in the Com- 
mercial Union-North British Group. 

United States Manager T. B. Kelley, 
who becomes chief executive officer of 
the CU/NB Group on January 1 next, 
was toastmaster. Other distinguished 
guests were General U. S. Attorney H. 
W. Miller, Deputy U. S. Managers C. 
A. Lambrecht and M. B. Baker, Jr. 

Mr. Nolen, whose career in insurance 
began with the Tennessee Rating Bu- 
reau in 1924, joined the North British 
Group in 1928. He was transferred to 
New York in May, 1946, to become as- 
sistant United States manager. He was 
appointed United States manager in 
January, 1952. When the U. S. branches 
of the Commercial Union Assurance and 
the North British and Mercantile merged 


in 1959, Mr. Nolen became a United 
States manager of the combined CU/NB 
Group. 


Mr. and Mrs. Nolen plan to make their 
home at Point Clear, Ala., following re- 
tirement. 


N. Y. Dept Hearing 


(Continued from Page 1) 


in the statute that rating organizations 
and membership corporations organized 
exclusively as an association of licensed 
insurance brokers or licensed insurance 
agents, as now defined in Section 9 of 
the General Corporation Law, should 
also be specifically designated as ag- 
grieved parties,” Mr. Danahy stated. 

Mr. Gilmore told Mr. Alford his as- 
sociation stands on the statement made 
by H. Clay Johnson, Royal Globe In- 
surance Companies, before the Condon 
State Committee on Rates and Regula- 
tions in October. Then Mr. Johnson 
said: 

“Much has been spoken and written 
about ‘aggrieved parties.’ Independent 
companies, generally speaking, strongly 
opposed having a rating bureau parti- 
cipate as an aggrieved party in hearings 
on independent filings. There are effec- 
tive arguments on both sides of this 
issue. Our associations have mixed feel- 
ings about it. While we are not press- 
ing for the right of a rating organiza- 
tion to appear as an aggrieved party, 
we would like to point out that under 
certain circumstances the public interest 
is well served by the rating organization 
appearing formally at a hearing on a 
particular rate filing.” 

On deviations Mr. Gilmore said his 
association is not opposed to present 
limitations. He feels rating bureaus 
should have simultaneous notices of de- 


viation filings, as some other companie: 
might then wish to file similar rate 
changes. It is disruptive, he stated, whe: 
companies are uninformed of subscrib 
ers’ plans. 

Mr. Berry wanted to know if the 
New York Department proposal on ag 
grieved parties would completely exclud: 
any single, competing insurance company 
from appearing at a hearing. Mr. Al 
ford replied that he feels the law revi 
sion would render it possible for a com 
pany, “in certain situations,” to have the 
status of an aggrieved party. He stated 
the law would not automatically exclud 
a particular insurer. 

Mr. Alford feels it may be essential to 
have remedies open for single com 
panies. A rating organization could not 
avail itself generally, he continued, but 
is not automatically out. He finds no 
valid reasons why competing companies 
should be informed immediately of devia- 
tions even though they are not auto- 
matically excluded as parties to a hear- 
ing. On deviations Mr. Alford commented 
that some deviations could run as long 
as five years but whether they would 
actually only time could tell. 

Mr. Barry charged there is danger 
that denying bureau’s rights as aggrieved 
parties would tend to deny completely 
rights of small insurance companies 
which cannot afford to hire counsel to 
handle hearings and appeals to state 
courts. It is far too expensive for either 
assureds, or smal] companies, to carry 
on the legal costs associated with being 
an aggrieved party, he holds. 

Mr. Barry continued his long- standing 
fight against deviations of any sort, 
stressing ‘his prapasal that there be aver- 
age rates, based on overall losses, with 
companies competing in rates through 
dividends on participating policies. 

Mr. Barry also alleged that some De- 
partment proposals violate the “due 
process” laws of the state and the 
Federal government. He would not allow 
an Insurance Superintendent discretion- 
ary powers on rates and deviations. 

Mr. Bohlinger contends a rating organ- 
ization should not be an aggrieved party; 
also that no competing company should 
have such a status at a Department hear- 
ing. Only a policyholder should be an 
aggrieved party, he stated. He feels that 
small companies filing deviations could 
be put out of business if rating organ- 
izations are permitted to appear as ag- 
grieved parties and delay use of com- 
petitive rates. 

Mr. Bohlinger opposes granting an In- 
surance Superintendent the right to fix 
durations of deviations; rather he would 
give the choice to filers of rates. He 
desires more flexibility in changes on 
deviations. 

Mr. Ort asked for broad and general 
law on aggrieved parties, and feels the 
Department proposals limit the rights 
of representatives of insurance buyers 
to act as aggrieved parties. Mr. Alford 
again stated that under some proper 
circumstances, not defined, an insurance 
company or representative organization 
could be classified as an aggrieved party 
on a rate filing. 

Mr. Weghorn presented a statement 
for the National Association of Casualty 
and Surety Agents, saying: 

“In the discussions of the aggrieved 
party sections of the model All Industry 
bills, it was clearly agreed that agents 
themselves, should be considered ‘ag- 
grieved parties’ within these bills. Re- 
cent developments, including rulings by 
certain Commissioners, have indicated 
that ‘considerable doubt exists as to 
whether the position intended for pro- 
ducers exists or whether it car be re- 
established without court action. 

“We feel that this position should be 
restored by unequivocal language in the 
law. In order to properly implement the 
law and to enable the producers to raise 
legitimate questions on their own be- 
half or on behalf of a client prior to an 
approval of a filing rather than seeking 
court relief after a filing, it is necessary 
that properly authorized representatives 
of agents have access to details of a fil- 
ing prior to the final approval.” 
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White & Camby, Inc. Combines With 
David C. White Agency, Inc., IN. % 


David C, White, president of David C. 
White Agency, Inc., 55 John Street, New 
York, announces that effective December 
1, the agency of White & Camby, Inc., 50 
East 42nd Street, N. Y., was combined 
with his organization, thus creating larg- 
er and more flexible multiple line facili- 
t which include excess and surplus 
lines (domestic and world-wide) and life 
insurance. 

White & Camby, Inc., one of the larg- 
est agencies in midtown New York, will 





DAVID C. 


WHITE 


continue to operate as a separate entity 
at its present location for the conven- 
ience of its insurance broker friends. 
In downtown New York the office will be 
operated as heretofore as David C. White 
Agency, Inc. 

Mr. White announces that the newly 
elected officers of the White & Camby 
portion of the organization are as fol- 
lows: Chairman of the board—Edward 
I. White; president—David C. White; 
vice presidents—Alex J. Gosz, Francis J. 
McCormack and Andrew P. McLaughlin; 
secretaries—Gerald M. White, Quentin J. 
Hagel, Anthony Filipowicz and Anthony 
Maltese who is also comptroller. 


35th Anniversary Year for 
David C. White 

This is David C. White’s 35th anniver- 
sary year in the fire and casualty insur- 
ance field. His first company post was 
with the old Lloyds Insurance Co. of 
America as special agent and manager of 
its Syracuse branch office. Thereafter 
he joined Globe ‘& Rutgers as state agent 
with headquarters in Syracuse. Then he 
went with the Caledonian Insurance Co., 
ae first as state agent and later 

(1944) transferred to New York City where 
he opened up that company’s metropoli- 
tan branch office. This he maintained up 
to 1957 when the Caledonian withdrew 
from the United States as a direct writ- 
ing company. 

Entering the agency field, Mr. White 
started on January 1, 1957 with the Cale- 
donian’s New York business as the nu- 
cleus of his agency. From that year 
up to the present the David C. White 
Agency has prospered under his leader- 
ship and is now recognized as one of the 
leading multiple line agencies in Greater 
New York. It soon outgrew its first 
office at 55 John Street and took larger 
quarters on the second floor of this build- 
ing in mid-1957. Late in the year it ex- 
panded to occupy the entire second floor. 

Mr. White's affiliations include New 

York City Agents Association of which 
he is an executive committee member; 
membership in Bankers Club of New 
York, the IMPS, Insurance Square Club 


and ‘Pine ‘Hollow Country Club of Long 
Island. 


Background of Edward I. White 

Edward I. White, who will round out 
50 years in the business in February 
1963, has been president of White & 
Camby, Inc. for 36 years. He started hig 


insurance career in February, 1913, as a 
placer in the old firm of Willcox, Peck 
After naval service in World 
he became a partner in Frank & 


& Hughes. 
War I 





EDWARD I. WHITE 


White and two years later (May, 
he started his own agency with single 
room offices at 25 Beaver Street. Over 
the years tthe agency has enjoyed a fine 
reputation among insurance brokers. Its 
present staff consists of about 35 em- 
ployes. 


1925) 


Careers of Other Officers 

Vice President Gosz began his career 
with Appleton & Cox, Inc. in 1923. He 
established his own agency in 1943 and 
for 17 years conducted it on John Street 
up to May, 1960, when he became asso- 
ciated with David C. White. He served 
two terms " secretary-treasurer of New 
York City Agents Association. 

Vice President McCormack has been 
with White & Camby, Inc. for the past 
30 years. He began his insurance career 
with Talbot Bird & Co., Inc. after his 
World War I service in the Army. 

Vice President McLaughlin started 
with White & Camby over 30 years ago. 
His career began with Insurance Co. of 
North America when a young man. 

Secretary Hagel’s first post was in the 
Firemen’s of Newark as an underwriter. 
He joined forces with ‘Mr. White in 1952 
in the Caledonian’s branch office. In the 
David C. White Agency he is head of the 
fire underwriting department. 

Secretary Filipowicz has been associ- 
ated with Mr. White since 1954 and 
supervises the inland marine department 
in his agency. 

Secretary-Comptroller Maltese has 
been with Mr. White since 1950 and was 
in charge of the accounting department 
in Caledonian’s branch office. His re- 
sponsibilities were broadened in the 
David C. White Agency to be comptroller 
in charge of all financial matters. 

Secretary White has been with White 
& Camby, Inc. for the past ten years, ever 
since he obtained his law degree at New 
York Law School. Joseph White, his 
brother, is also affiliated with White & 
Camby, Inc., having started about eight 
years after graduation from Fairfield 
University in ‘Connecticut. 

Two affiliated companies owned and 

(Continued on Page 22) 














Minded 
People 





Today’s insurance marketing is geared to the demands of 
the buying public. One such demand is that bills be budget- 
able in predictable, convenient payments — like mortgages 
and autos, television sets and clothes. That’s why Royal-Globe 


created the RED SHIELD PREMIUM PAYMENT PLAN. 


Budget-minded people prefer the RED SHIELD PREMIUM 
PAYMENT for three main reasons: 
One, they don’t have to sign for this plan — no notes 
are involved; 
Two, they can pay monthly or quarterly; 
Three, the service charge is minimal — $2.25 per $100 
of annual premium on the monthly plan — $1.88 per 
$100 of annual premium on the quarterly plan. 
Ask your Royal-Globe fieldman to tell you more 
about this new marketing aid — the RED SHIELD 
PREMIUM PAYMENT PLAN, now available in 


GLOBE Gi: 
INSURANCE COMPANIES new vork 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY. LTD. 


most states. 
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Check Corporate Insurance Program 


Ernest L. Clark, Insurance Advisor, Tells American Manage- 
ment Assn. Members What Big Buyers Should Study 


When Reviewing Coverage on Business Properties 


Ernest L. Clark, prominent corporate ad- 
visor on insurance matters and for many 
years insurance manager for J. C. Penney 
Co., told members of the American Man- 
agement Association at their insurance 
conference last month that their msurance 
programs should be reviewed at least yearly 
to be sure they are up-to-date both as to 
coverages avatlable and as to present cor- 
porate needs and current hazards. Too 
often, he said, a program is decided upon, 
set, accepted and then regularly renewe 
without adequate review. Powmting out 
coverages which should be reviewed Mr. 


Clark said: 
Part II 


Commercial Properties Floater 
With the 


cial Property 
been able to 


development of the Commer- 
Floater, many buyers have 

ingeniously revise their 
coverage to them giseecen 4 all 
risks coverage on their merchandise, 
furniture and fixtures in sales offices, im- 
provements to rented locations including 
all warehouse locations formerly covered 
under a multiple location policy, their 
transit insurance and in combination with 
their crime bond, burglary and theft 
insurance—all at an attractive premium 
surprising how often an 
assured’s coverage has not been altered 
to take full advantage of the facilities 
offered by the new policies. 


Crime Bond 


Well publicized losses from employes’ 
thefts have awakened many employers 
to the need for large fidelity coverage. 
Coupled with this, the fairly new crime 
bond contract offered by insurance com- 
panies indicates a study of the paca 
risks, and the markets available for 


give 


cost It is 


writing this form of insurance can often 
greatly improve the coverage heretofore 
carried. 


areas of crime 
individual re- 


have 
their 


Many oganizations 
hazards peculiar to 


quirements. These can be covered under 
insurance policies which can be arranged 
by the careful thinking risk manager. 
He should verify his policy is receiving 
full experience credits currently being 
allowed on this form of insurance under 
the latest rating formulas. 

A new problem of protecting a course 
of possible loss has been created, which 
will tax the ingenuity of insurance buyers 
to obtain coverage. Many large cor- 
porations are using machines which write 
checks and sign them automatically. Un- 
fortunately the machines sometimes make 
mistakes in printing the amount on the 
checks by adding extra ciphers. News- 
papers and trade magazines have re- 
ported several such instances. 

Now, if a reputable payee receives 
such a check, he will return either the 
check or the excess amount. The prob- 
lem is, a recipient of doubtful credit might 
get one of these checks for a substan- 
tial overpayment and decide to take an 
extended vacation. 

According to the best authorities in the 
insurance companies, this hazard is not 
covered by any of the coverages under 
a crime policy. If you have this problem 
it will take some looking into for a 
solution. 

Steam Boiler Insurance 

Perhaps the greatest change in in- 
surance thinking and policy contracts 
in recent years has occurred in the steam 
be iler and machinery insurance area. 

“he new policy, recently promulgated, 
makes the coverage more understand- 
able. New processes being developed by 
manufacturing companies create new ex- 
plosion and new machinery hazards that 
never existed before. 

It takes considerable surveying and 
studying to properly arrange such cover- 
age, viewed not only from the stand- 
point of damage, but with the 
realization shutdown coverage is 


property 
that 








UNITY 


FIRE 


AND GENERAL 


INSURANCE COMPANY 


REINSURANCE 


relay 7-3755 





more important than the possibility of 
property damage from this source. 
Greater emphasis is now on electrical 
power supplies and the method of get- 
ting the power to the operating machin- 
ery. This emphasizes the need for the 
coverage of such equipment. Replace- 
ment value coverage is often more im- 
portant in steam boiler insurance than 
other forms, even if it accomplishes 
nothing more than simplifying the set- 
tlement of a loss. 

Where steam boiler use and occupancy 
insurance is not carried it is important to 
make certain the amount of expediting 
coverage is adequate, particularly when it 
involves heavy or intricate machinery 
difficult to ship or install. 


Steam Boiler and Machinery Use And 
Occupancy 


As the manufacturers’ dependence on 
machinery and power grows, so the need 
for steam boiler and machinery use and 
occupancy insurance increases. Since 
this insurance is available in several dif- 
ferent forms for various lengths of 
periods, a good risk analysis and many 
hours of study are necessary to develop 
how much and what form and kind of 
insurance is required. Many are often 
surprised to learn how long it really 
takes to replace certain types of machin- 
ery today. 

Therefore, it is necessary to investi- 
gate this factor thoroughly to determine 
for what period insurance is required. 
Some insurance managers depend on the 
availability of package boilers to give 
them prompt return to operation if a 
boiler should let go. If you are depend- 
ing on prompt delivery of package boil- 
ers, check the availability of the size 
required, because some sizes are not 
quickly obtained. 

An important part of this type of in- 
surance is also the need for various 
types of off-premises use and occupancy 


coverage. A survey of this subject mz ide 
a few years ago will not suffice, be- 
cause great changes have been made in 


machinery automation and processes in 
recent times. 

Difference in conditions insurance has 
been a form of insurance which many 
risk managers have found of value. Its 
use is constantly growing, although the 
market for it is rather limited. 


Many plants have hazards not included 


under fire and extended coverage. Some 
of the actual losses which have hap- 
pened include: a lift truck struck a 


water-pipe and flooded a stock room; a 
water main burst; a cave-in of founda- 
tion under heavy mz weg # an exhaust 
pipe of a truck parked, with its engine 
running, by an open unhenaest window 
contaminated the raw stock storage of a 
food manufacturer; a high power trans- 
mission line broke and the wires fused 
the steel struts of a building. 


Public Liability Insurance 


Trying to keep public liability insur- 
ance policies up-to-date is very difficult. 
Lawyers are finding new reasons to make 
claims; limits of insurance have required 
boosting by many times the figures that 
were formerly thought adequate. The 
questions of assumed liability under con- 
tracts have greatly broadened so that the 
policies must be similarly extended. 

Although the attention of buyers has 
been often called to the need for adding 
occurrence coverage and personal injury, 
including employes, coverage to com- 
prehensive liability insurance, there seem 
to be many policies that do not have this 
improvement in coverage. It can be im- 
portant. Your liability coverage should 
cover accidents anywhere in the world— 
many policies are limited to the United 
States and Canada. 

It would seem reasonable to suppose 
that every modern liability insurance 
policy includes the coverage of occur- 
rences and personal injury, including 
employes, but still it is surprising to 
find how many contracts there are which 


do not have these important amend- 
ments, particularly automobile liability 
insurance. 

The coverage of liability risk requires 


constant study and intimate knowledge 


of the exact wording of the contracis, 
with a constant review of all of the plani’s 
operations. 
Automobile Liability 

The coverage of “Occurrence” under 
automobile liability policies is something 
which seems to be generally overlooked, 
Yet it is an important amendment. The 
standard hired car coverage under most 
automobile policies usually excludes 
liability assumed under contracts. Be- 
cause of the liabilities assumed, par- 
ticularly under single day rented car 
contracts, it is important that this ex- 
clusion be deleted 

If there is any possibility that any 
officer or other employe of a corpora- 
tion is going to rent or charter an air- 
plane, contingent airplane liability in- 
surance should be carried for the same 
reason that contingent automobile liabil- 
ity insurance is bought. 

Owned Airplane Liability Insurance 


There is some tendency today to drop 
the admitted liability coverage and de- 
pend on individual accident insurance and 
workmen’s compensation to provide this 
protection. The thought is travel ac- 
cident insurance provides employes of 
most corporations with adequate cover- 
age. When an accident occurs recovery 
can be made from tthe party whose negli- 
gence was responsible for the crash, in- 
cluding the owner, it is not necessary to 
continue the admitted liability coverage 
and pay its high premium. 

This is a matter of corporation policy. 
The insurance should pose the problem 
with facts and figures to obtain a cor- 
porate opinion as to its attitude. 

When a corporation owns a plane and 
has its own employes doing repair work 
or has its own hanger, some insurance 
buyers are not aware that this requires 
a special Hangar Liability insurance. 

Products Liability 

The susceptibility of companies to 
products liability claims has broadened. 
Hardly an operation in existence does 
not carry with it the possibility of either 
a personal liability or a property dam- 
age liability claim, or both, under the 
products feature. A recent change in 
legal thinking, caused by decisions 
handed down to the effect that a manu- 
facturer need not be negligent in order 
to be liable for a claim, has caused a 
revision of thinking as to the need for 
this insurance. 

The activities of the National Associa- 
tion of Claims Attorneys have made it 
doubly important that adequate products 
liability insurance be carried, no matier 
what the business is. By “adequate” we 
mean astronomical figures. 


Umbrella Insurance 


Umbrella insurance might be called the 
insurance buyers’ sleep insurance. Many 
corporations have purchased it. The 
market has broadened to include many 
companies in the United States as we ell 
as abroad. It picks up, extends and in- 
creases the amount of liability insurance 
you carry. 

There are some areas which most pol- 
icies, either direct or umbrella, do not 
cover, and many buyers have not found 
the answer as to how to obtain cover- 
age on those risks not included in 
either the direct damage or umbrella. 
It is not thought advisable to insure some 
of these risks; for instance, the cover- 
age of employes against suits brought 
by other employes who might be injured 
on the job. This liability is outlawed 
in some states, but there are still a 
number of states which will permit such 
action to be brought. This is just one 
of a maze of contingencies that are 
the problems of the risk manager. 

Workmen’s Compensation 

Workmen’s compensation is one form 
of insurance that does not give the in- 
surance buyer much leeway for broaden- 
ing the protection. If he has adequate 
employers’ liability limits, all states en- 
dorsement, voluntary medical coverage 
and voluntary state coverage, and _ his 
policy covers accidents in the United 
States and elsewhere in the world, his 

(Continued on Page 21) 
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American Re Declares 
Cash and Stock Dividends 


‘he American Re-Insurance of New 
York has declared four dividends: reg- 
ul.r of 30 cents a share, extra of 5 
cconts a share and special of 45 cents a 
share, all payable December 15 to stock- 
holders of record December 4. A 10% 
st ck dividend was also declared payable 
December 22 to stock of record Decem- 
I 


ye 


Magee Named Manager of 


Brown Aviation Department 
on Magee has been appointed man- 
ager of the aviation department of Geo. 
F. Brown & Sons, Inc., special risk in- 
urance underwriters. He was formerly 


manager of the aviation division of 
Okanagan Helicopter, Ltd. Vancouver, 
P C. and has been associated with 


iation insurance since 1943. 

“He will supervise all aviation under- 

riting for the Brown organization in 

e U. S. and Canada. Coverages written 
by Brown include aviation hull and 
liability, airport and products liability, 
hangar keepers liability, and aerial ap- 
plicators hull and liability insurance. The 
Brown aviation department also writes 
accident insurance for pilots and pas- 
sengers. 

Mr. Magee is a member of the Na- 
tional Aeronautical Association and has 
flown nearly 1,000,000 miles. During 
World War II he organized and super- 
vised the training program for engineers 
flying with the Air Transport Command. 


Carson Denver Mgr. For 
INA; Young in Detroit 


John L, Coren: III, is being promoted 
to property manager, Denver service 
office, Insurance Company of North 
America, it was announced by Frank G. 
Harrington, secretary-marketing. The 
appointment is effective January 1. Mr. 
Carson, who was assistant manager, INA 
Pittsburgh service office, joined the com- 
pany in 1949. He became a special agent 
in Baltimore and Washington, and in 
1956 was appointed assistant manager, 

3altimore service office. In 1959 he was 


named assistant manager, Pittsburgh 
se rvice office. 
Educated at Williams College, Wil- 


liamstown, \Mass., and at the University 
of Buffalo, Mr. Carson will replace Ken- 
neth C. Young who is undertaking a 
new assignment in Detroit. 

Mr. Young joined INA in 1941 as a 
technical _ representative, Minneapolis 
service office. In 1946 he became a spe- 
cial agent, Omaha service office, and in 
1949, special agent, ‘Detroit service office. 
In 1954 he was appointed assistant man- 
ager, lowa-Nebraska service office, and 
in 1960 became property manager, Den- 
ver service office. He is a graduate of 
Drake University, Des Moines, Iowa. 


Texas Rate Reductions 

Pilot rate reductions of from 4 to 8% 
on fire risks outside the Dallas city 
limits. , became effective in Dallas 
County last month, as the result of 
the county’s fire protection plan, accord- 
ing to an order by the Board of Insur- 
ance in Austin. 

Properties affected are dwellings, 
business buildings and ‘ranch properties 
within 10 miles of an improved fire de- 
partment and with adequate telephone 
service, 
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insurance is as 
bought. 

_ The buyer can devote his activity, as 
far as this insurance is concerned, to 
means and ways of reducing claims. 
There is no end to the amount of work 
that can be done in this area if his 
jurisdiction extends to safety work. 
Safety work and claim following can 
certainly produce results. This has been 
proved time and time again. 


adequate as can be 


Debate Self-Insurance 
And PIP Plan in Md. 


Governor Tawes of Maryland has 
named a six-man commission to study 
the possibility of the state becoming a 
self-insurer for $241,000,000 in fire insur- 
ance protection. Up to recently 18 mem- 
bers of the General Assembly are agents 
for almost $12,000,000 of insurance on 
state buildings. Some 600 insurance agents 
handle state property coverage. A resolu- 
tion was introduced at this year’s session 
of the legislature to create a commission 
to look into this subject. 

The commission has now before it the 


Phoenix Veterans Meet 
Phoenix of London Group Quarter 
Century Club, New York Chapter, held 





new public and institutional property 
plan offered by insurance companies as 
a substitute for self- -insurance, says Wil- 
liam Goodman, commission chairman. 
Hooper S. Miles, state treasurer, is op- 
posed to the self- insurance proposal. 
He holds that a major loss could wipe 
out the state’s contemplated reserve 
fund. The PIP plan has been adopted 
by the Maryland Board of Public Works. 





its 17th annual dinner, with 117 members 


present at the Hotel Pierre. Similar 
dinners were held by the chapters in 
Boston, Chicago, San Francisco, Dallas 
and Philadelphia. 

Club President William A. Miner in- 
stalled the incoming president, William 
O. Voltz. In addition to Mr. Voltz, other 
officers elected for 1962 are Douglas H. 
Davies, vice president; John J. Guggolz, 
secretary; and Helen M. Davies, treas- 
urer, Elected to the executive committee 
were William C.°Harris, W. Fred Bal- 
lou and William A. Miner. 








important news for insurance brokers... 





YOUR INSUREDS’ PREMIUMS 
CAN EARN TOP DIVIDENDS 
AT EAST 


RIVER... 








Now East River Savings Bank offers a valuable new service— 
the Insurance Premium Account. Insurance Premiums may be 


kept in the account, and dividends are computed from day of 


deposit—with maximum days of grace—and compounded quarterly. 


Open an Insurance Premium Account at the East River Savings Bank office in the 


heart of the insurance district, 110 William Street at John Street. Come in... or 


telephone Mr. Rommel, Vice-President, CO 7-4200... 


or mail the coupon now. 





Insurance Premium Accounts are available at all five East River offices 





SAVINGS 


ONE OF AMERICA'S OLDEST AND LARGEST SAVINGS BANKS 





EAST RIVER 


41 Rockefeller Plaza, at 50th Street 
743 Amsterdam Ave., at 96th Street CITY 
Member Federa) Deposit Insurance Corporation 





BANK 


Mr. William J. Rommel, Vice-President 
EAST RIVER SAVINGS BANK 
110 William Street, New York City 38 


Please mail Insurance Premium Account form to: 








NA 
26 Cortlandt Street, at Church Street ” 
110 William Street, at John Street FIRM 
60 Spring Street, at Lafayette Street is CVE 
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Asst. Vice President of 
Wm. H. McGee & Co. 


Matar 
COLEMAN 


CHARLES E 


Harold Jackson, president of William 
H. McGee & Co., Inc., New York, an- 


nounces that Charles E. Coleman has 














When did Bumbershoots come 
to Maide@ Lane? . . . when 
marine coverages were added to 
the liability provigions of Umbrella 
catastrophefover! (Not to be 
mistaken for te Parasol—same 
h, but all-risks). 
omplete excess- 
t Weghorn, both 








across-the-board 
count-thinking” 
ecommendation, 
one more way 


UILDS BETTER 
FOR BROKERS 


Weghorn’s 
approach puts “ 
into every 










102 MAIDEN LANE, NEW YORK 
TELEPHONE: Digby 4-8420 











joined the home office staff as assistant 
vice president in charge of hull produc- 
tion. 

Mr. Coleman has spent his entire busi- 
ness career in marine insurance. Prior to 
World War II he was with Marsh & 
McLennan, Inc., and afiter the war was 
associated with Albert Ullmann Marine 
Office, Inc., being president of that firm 
for four years. 


Greater N. Y. Brokers 


Installation Dec. 12 

Robert J. Kornstein, 116 Nassau Street, 
an insurance broker for 26 years, was 
re-elected president of the Greater New 
York Insurance Brokers’ Association, 
Inc. His election was announced after 
the November meeting of the associa- 
tion’s board of directors by Edward 
Jaffin, New York City, chairman of the 
board. 

Mr. Kornstein and other association 
officers will be installed into office at 
the annual meeting of the GNY Brokers 
to be held December 12 at the Sheraton- 
Atlantic Hotel in this city. 

The directors also re-elected 
D. Greif, Samuel Dimson and 
Grasheim as vice presidents. Maurice 
Loebel was re-elected treasurer and 
Marshall Rubenstein was re-elected re- 
cording secretary. Mr. Jaffin, who has 
completed one term as chairman of the 
board, will continue in that position. 

Mr. Kornstein has been a member of 
the GNY Brokers for three years and 
served on the association’s legislative 
committee before his election to the 
presidency in 1960. He heads his own 
brokerage firm. He is a graduate of the 
City College of New York. 


East River Savings Bank 


Ins. Premium Accounts 
Agents and brokers may now deposit 
insurance premiums in a special dividend- 


David 
Walter 





In our 56th year 


JOSEPH 
GOLUB 
AGENCY 


INSURANCE 
UNDERWRITERS 


130 WILLIAM ST., NEW YORK 36 
BEekman 3-5650 


Serving Our Brokers for 





earning savings account at East River 
Savings Bank, New York, according to 
William J. Rommel, vice president in 
charge of East River’s William Street 
office. Dividends will be paid at the same 
rates as for regular savings accounts. 
Deposits in these insurance premium 
accounts are insured up to $10,000 by the 
Federal Deposit Insurance Corporation. 
This new service is available at any of 
East River’s five offices. 


Gerber on Rating 


(Continued from Page 18) 


equipped to pre-judge filings, I do not 
believe that they would be equipped to 
carry on their public responsibility under 
a subsequent disapproval law. The state- 
ment to which I refer further contem- 
plates that the Departments will have 
actuaries that will take on this respon- 
sibility. This is the type of situation 
which concerned me during all these 
hearings. It would appear to me that 
simultaneously with the determination of 
changes in the rating laws there should 
be a determination of the type of staff 
the Insurance Department would have to 
have in order to properly carry out their 
responsibilities. 

“Finally, if I sincerely believed that 
Insurance Department personnel are not 
as good as insurance company under- 
writers, I would grievously concern my- 
self with the right of the states to 
continue to regulate the business of in- 
surance. In spite of what people may 
say about Insurance Department per- 
sonnel, for some unknown reason De- 
partmental personnel seem to find their 
way into the corporate set-up of insur- 
ance companies. 

“It appears there are those who have 
lost sight of the fact that so much has 
been going on in the business of insur- 
ance and regulation of same that much 
of what ‘is hoped for under a subsequent 
disapproval law may mot come to pass 
if such a law should be enacted. 


“The day for keeping regulators and 
the public in complete darkness, the 
day for maintaining an aura of mystery 


about rates has passed. All proposed 
amendments to the aggrieved parties sec- 
tions contemplate the right of the public 
upon proof of good faith to act as an 
aggrieved party. There is much latitude 
in this provision. Furthermore, there has 
been serious interest by municipalities 
concerning more particularly the rating 
practices in the fire insurance field. 

“The insurance business is becoming 
more complex with unique packaging 
of insurance coverage. These package 
policies are intricate. The insurance 
industry cannot hope for anonimity of 
rating matters simply because of lower 
rates. I must remind you that with lower 
rates come selectivity which creates even 
greater problems. The packaging of in- 
surance contracts foster greater claim 
problems. 


Commercial Lines 


“A number of profound thinkers in 
the business of property insurance have 
at one time or another discussed with 


»me the differences between the personal 


lines and commercial lines, the difference 
between the individual citizen as a buyer 
of insurance and the large corporate 
buyers of insurance. 

“Perhaps the time has come to weigh 
the impact of the insurance rating laws 
upon the large buyers. I do not have 
the answers to this problem, but I be- 
lieve it is worthy of discussion. A large 
buyer that needs a tailor-made program 
because of special needs might be handi- 
capped by the rating laws. Although the 
present All-Industry Rating Laws offer 
a medium to resolve his problem, it 
nevertheless does impose in the opinion 
of buyers and many insurance company 
officials an unnecessary burden upon all 
concerned. At what point exemptions to 
the rating law should be made, I do not 
know. But it stimulates my curiosity and 
I would surmise that the actuaries in the 
property field might have some thoughts 
on this segment of the business.” 


Harry W. Kohler Dies: 
America Fore Secretary 





Fabion Bachrach 
KOHLER 


HARRY W. 


Harry W. Kohler, 55, a secretary of the 
America Fore Loyalty Group companies 
at Newark, died suddenly November 25 
at his home in Westfield, N. J. He re- 
cently celebrated his 25th anniversary 
with the group, which he joined in 1936 
as a fieldman for northern New Jersey. 
He was assigned to the home office in 
New York City in 1946, moving up to 
assistant secretary in the agency depart- 
ment in 1953 and secretary in 1959, 

Mr. Kohler was the first president of 
the Ex-New Jersey Fieldmen’s Asso- 
ciation. He was a past president of the 


New Jersey Fieldmen’s Association and 
a member of the Insurance Society of 
New York. 

He was chairman of the board of 
directors of the City Federal Savings 
and Loan Association, Linden, N. J.; 


a former president of the Union County 
Chapter of the American Cancer Society 
and the Union County unit of the New 
Jersey Association for Retarded Children. 
Active in various civic organizations, Mr. 
Kohler was a Councilman of the City of 
Linden for three years (1950-52). 


Agencies Combine 


(Continued from Page 19) 


operated by David ‘C. White are Ditt- 
man-White Life Associates, Inc., which 
takes care of all the life and accident & 
sickness business, and of which Alan G. 
Cook is manager; also Excess Facilities, 
Inc., set up to handle excess and surplus 
lines, which is managed by Mrs. Rene 
Weiner. She joined the organization 
in 1957, 


Bis Bill 
(Continued from Page 17) 


approved lists of such institutional in- 
vestors as trust companies, pension 
funds, investment trusts and universities. 

“In looking ahead to 1962 it would ap- 


pear that, for the fire and casualty in- 
surance companies, the favorable fac- 
tors outweigh the negative ones. De- 


spite the hurricane losses, the basic fac- 
tors relating to underwriting appear to 
be on the plus side. Definite progress is 
being made toward solution of the auto- 
mobile insurance problem and toward 
reducing expenses. Mergers or combina- 
tions are expected to help increase the 
over-all strength and efficiency of many 
companies in the industry. At the same 
time investment results are, continuing 
to make possible good gains in surplus 
and in net investment income,” concluded 
the report, 
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DAVID C. WHITE AGENCY, Inc. 


55 John Street - - - New York 38, N. Y. 


Announces as a New Affliate the Agency of 


WHITE & CAMBY, Inc. 


50 East 42nd Street - - - New York 17, N. Y. 


Effective December 1, 1961 
x*k* 


Both offices will maintain the same efficient personnel and 


service as heretofore at their respective locations. 


WORLD-WIDE UNDERWRITING FACILITIES FOR 


Fire - Auto - Inland - Casualty and Marine Lines 


x *K* 


Other Affiliated Companies 
DITTMANN -WHITE LIFE ASSOCIATES, INC. 


Life and Accident & Sickness Lines 


EXCESS FACILITIES, INC. 


Excess and Surplus Lines 


Member of New York City Insurance Agents Association, Inc. 
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INA HOST TO STUDENTS 

Insurance Company of North America 
played host to 10 Philadelphia high school 
students as part of the Executive-For-A- 
Day program sponsored by the National 
Office Management Association’s Phila- 
delphia chapter. The 10 students, all top 
commercial students, spent a full day at 
INA where they talked to company offi- 


cials and their secretaries and received 
a tour of the building. After a special 
luncheon in their honor, the girls spent 
two hours doing actual secretarial work 
in various INA departments. To round 


out the students’ day, a question and 
answer session was held in the company’s 
board room and the group was addressed 
by INA personnel 
Abbott. 


Secretary H. Paul 
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Kent G. Tyler 
Manager 
San Francisco Branch 
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---FOR YOUR CLIENTS’ 2 


Amerikanische Auslands Wersicherungs Vereinigung 


Whatever the language, the problem is the same: how to get the best 
possible insurance protection for your client's overseas interests. For 
the American Foreign Insurance Association (and that’s what the 
foreign languages above are saying), this isn’t the problem it might 
appear to be. We know what types of insurance U. S. businesses 
need abroad because of our close liaison with our several thousand 
branches and agencies throughout most of the free world. 


Today more and more U. S. businesses are entering foreign markets; 
perhaps some of them are your clients or prospects. As AFIA mana- 
ger for Northern California and the Pacific Northwest, I, or my 
counterpart in your part of the country, will be happy to discuss with 
you the fire, marine and casualty insurance, or surety needs of your 
clients anywhere in the world. You'll have the assurance that the 
final program will fill the needs of your clients and at the same time 
meet the requirements of the foreign country involved, 


e*«» member companies... 







= eNEW YORK HEAD OFFICE, 161 William St., New York 38,N.Y.« 
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THE PHOENIX 


LOS ANGELES (3400 W. 6th st.) > SAN FRANCISCO (235 Montgomery St.) > DALLAS (1712 Commerce St.) 
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Canada Fighting Evasion of Tax 
Payments by Unlicensed Insurance 


adhere to Canadian 
regulations with respect to unauthorized 


A warning to 


non-resident 
producers was voiced by John F. Bray 
of Imperial Oil Limited when speaking 
recently before the Pipe Line Insurance 
Managers Conference in Oklahoma City. 
Moves to escape Canadian Federal and 
provincial taxes will not readily be 
tolerated, Mr. Bray stated. 

“Canada’s position regarding unli- 
censed insurance, insurance law, and tax 
law applying to insurance is not a static 
one,” Mr. Bray continued. “There have 
been material changes in Canadian regu- 
lations in 1961, and there are certainly 
more to come in the _ not-to-distant 
future. Anyone concerned with Canadian 
risks or exposures needs to keep in- 
formed. If not, he is in danger of un- 
expected penalties or sudden changes in 
past arrangements. 


insurance and unlicensed 


“As to insurance companies and their 
licensing, each of the ten provinces has 
its Own insurance act and a Superintend- 
ent to enforce it; each of the two 
northern territories has an insurance 
ordinance and a Commissioner to enforce 
it. In addition there is a Federal act 
with Federal licensing and a Federal 
Superintendent, something you do not 
have in the United States. 

Canadian Regulations 

“Insurance 


companies of Canadian 


origin may operate with a_ provincial 
license only, although many have the 
Federal license as well. With one ex- 


ception, however, all companies of foreign 
origin must have a Federal license plus 
provincial licenses in those provinces 
where they do business, if they are to 
be considered as admitted. The exception 
is Lloyd’s London which is licensed 
provincially. Under the law in almost 
all provinces, the issuance of a policy 
covering a property, risk, exposure, or a 
liability in the province is defined as 
doing insurance business there. 


“Agents and brokers are not under 
Federal supervision, but must secure 
their licenses from the provinces and 


territories where they have risks insured. 

“Then there are the tax authorities. 
Premium taxes, generally at a rate of 
2%, are levied on licensed insurers by 
the provinces only. All insurance com- 
panies must pay the Federal income taxes 
and, in addition, there are now some 
provincial income taxes,” Mr. Bray com- 
mented. 


“It is when one comes to unlicensed 
insurance that all these authorities in 
Canada are beginning to bear down 
harder with new regulations. As recent- 
ly as July 15 of this year the Federal 
tax law was changed. For many years 
prior to that date, a Federal tax of 10% 
of premiums had applied to insurance on 
property with unlicensed insurers. Under 
the new amendment, the tax applies to 
all classes of insurance except marine, 
life, accident and health, as well as, con- 
ditionally, some nuclear energy cover- 
ages. In Canada, inland marine does not 
come under this marine exception. 


Provincial Taxes 


“All provinces (except Newfoundland 
and Nova Scotia) collect a further tax on 
unlicensed insurance, ranging from 2% of 
premium to as much as 50% in one 
instance. 

“The insured has the right to buy un- 
licensed insurance On his own risks, but 
from that point on the requirements be- 
come more and more arduous. In the 
majority of provinces this can be done 
legally only through a broker specially 
licensed for the purpose. The insured 
(or the special broker in some cases) 
must then report his unlicensed pur- 
chase at least twice, federally, once to 
each province, by a certain date each 


year. In one case, he must report within 
30 days of the effective date. The taxes 
must be paid and there are penalties 
for late reporting. Failure to report 
under some.acts, can result in an ad- 
ditional fine of $50 a day for the length 
of time the purchase has gone un- 
reported,” Mr. Bray revealed. 

“These laws apply to all companies 
conducting business in Canada. Your 
company, or any of its subsidiaries, is 
deemed to do business in Canada and in 
the province involved if it has any prop- 
erty, operations, office or even one em- 
ploye there. 

“In checking policies which apply in 
Canada, either entirely or as an exten- 
sion of American or worldwide coverage, 
two other pitfalls must be carefully 
watched: 

“(1) The identical company signing the 
policy must have a Canadian license. 
Many groups of insurance companies do 
not have all companies entered. 

“(2) Determining that the company has 
a Federal Canadian license is not enough. 
You must verify that it has a provincial 
license in each province where you have 
exposure. Where the provincial licenses 
are lacking, it is unlicensed insurance 
in those provinces. 


Buyers Avoid Unlicensed Insurance 


“What do we buyers in Canada do about 
unlicensed insurance? The answer is 
very simple—avoid it. Licensed carriers, 
including Lloyd’s, provide rates and con- 
ditions we can live with, and there is 
coverage for practically every conceivable 
risk, particularly when we use the knowl- 
edge of experienced agents or brokers 
who should also be properly licensed. 





“Canadian tax authorities have long 
regretted that they cannot collect income 
tax on insurance commisions paid to non- 
resident agents or brokers. In June of 
this year, Canada’s Minister of Finance, 
speaking in Parliament stated: 

“‘There appears to be an increasing 
tendency on the part of non-resident 
corporations carrying on _ business in 
Canada, and also Canadian corporations 
which are controlled outside of Canada, 
to arrange their fire and casualty in- 
surance in respect of risks in Canada 
either with insurers which are not author- 
ized to transact the business of insur- 
ance in Canada or with insurers that 
are so authorized but through agents or 
brokers located outside Canada. 


“Undoubtedly, these practices stem 
from a desire to make all insurance ar- 
rangements at the head office of the cor- 
poration or at the head office of the 
parent corporation, as the case may be, 
rather than from any lack of adequate 
insurance facilities in Canada. 


“‘The practice of arranging insurance 
of risks in Canada through non-resident 
agents and brokers is currently being 
studied and further steps, if found neces- 
sary, may be taken to curb this un- 
desirable practice.’ 


“About the same time, the Federal 
Superintendent of Insurance sent out a 
call to all licensed companies asking for 
lists of their policies with Canadian 
coverage issued to producers not resident 
in the country. 


“On July 6 of this year the Ontario 
Cabinet passed a regulation that no new 
agents’ licenses would be issued to non- 
Canadians or corporations principally 
owned outside Canada. Although the 
final regulations are yet to come, I under- 
stand that some American buyers with 
Canadian operations are re-examining 
their portfolios to make sure their un- 
derwriters’ licenses comply with Cana- 
dian government wishes on the use of 
resident brokers or agents. 

“The trend is obvious. I suggest that 
any of you who are concerned with 


Canadian risks heed the warning signals.” 
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Difficult Problems Face Aviation 
Underwriters in Jet Transport Age 


Need on Part of Aviation Insurance Markets to Apply Sound 
And Realistic Thinking and Rating as Plane Costs 
And Liability Awards Keep Rising 


By Puitrp Goop 
United States Aviation Underwriters, Inc. 
New York City 


hilip Good, associated with United 
States Aviation Underwriters, Inc. in New 
York, told those attending the Eighth 
Hemispheric Insurance Conference recent- 
ly in Lima, Peru, of numerous problems 
associated with aviation insurance under- 
writing. These include the tremendous costs 
of jet planes, high repair charges, large 
awards in liability cases, inadequate insur- 
ance rates and the real need for firmness 
today in meeting rate and coverage prob- 
lems on the part of underwriters. Mr. 
Good's address follows: 

Hundreds of millions of dollars will 
be needed to develop the next genera- 
tion of jet transport, the supersonic air- 
liner. Aviation experts do not see the 
2,000 mile an hour transport going into 
service until 1970s and then possibly only 
on the overwater intercontinental routes 
due to noise from supersonic boom. 

While aviation insurers are greatly in 
favor of progress in aviation, current 
jet aircraft demands on world aviation 
insurance facilities still continue to be a 
problem and perhaps it is fortunate that 
no additional burdens in the form of 
$20,000,000 supersonic transports will be 
imposed on us in the near future. 

Some of the most revealing figures in 
the jet transport outlook are not neces- 
sarily those found on the drawing boards 
of the aeronautical engineers, but in the 
financial statements and reports of the 
airlines, the aircraft manufacturers and 
governments. The severe financial 
strains of the newly arrived jet age more 
than anything else suggest that for 10 
years or so the success or failure of our 
underwriting will be predicated on air- 
craft operating at or near the speed of 
sound, 

Jet transport service has grown rapid- 
ly since its introduction. In the last two 
and one-half years over 500 aircraft have 
been delivered and now 42 airlines of the 
world currently operate this type equip- 
ment. With aircraft valued up to $6,300,- 
000 operating into major airports at 
frequencies as high as 360 arrivals and 
departures a day resulting in ground 
concentration of ten to fifteen aircraft, 
the catastrophic nature of our business 
is very evident. 


Over $80,000,000 in Jet Hull Losses 


The day of the first mid-air collision 
involving a jet transport has passed and 
if experience is any indication, we must 
be prepared to expect others. Over $80,- 
000,000 in jet hull losses has occurred and 
one accident involving jet aircraft re- 
sulted in an excess of $10,000,000 of cas- 
ualty claims. 

While the initial lack of spread of risk 
has improved by the delivery of over 
500 jet aircraft, the risks have increased 
due to the fact that jets spend consider- 
ably less inactive time each day. The 
large number of crew members new to 
Jets are also of considerable concern to 
the aviation underwriters. Some under- 
writers expect that this winter with the 
related weather problems will again be a 
euceee period for airlines and insurers 
alike. 

In an effort to attain higher utilization 


and reduce operating cost on tthe high 
valued equipment now flying the airways 
of the world, the airlines are entering 
into interline agreements for aircraft 
maintenance and parts. The nature of 
some of these arrangements present 
varied and perplexing problems to avia- 
tion insurers. 


Maintenance and Parts Pools 


The effect of maintenance and parts 
pools could have serious consequences to 
an insurer who has in some degree pred- 
icated his casualty rating on the ap- 
plication of the Warsaw Convention. This 
Convention is applicable to certain in- 
ternational transportation and modifies 
the carrying airline’s liability under 
specific circumstances. However, the 
protection may not extend to another 
airline or service organization which has 
provided maintenance or service to the 
carrying airline. The underwriters who 
have not recognized this problem may 
well find that they are faced with defend- 
ing a suit for many times the Warsaw 
Convention limit of $8,400. 

The leasing or interchange of aircraft, 
be they jets or pistons, can present in- 
teresting problems to aviation insurers, 
most of which could be alleviated if each 
airline involved would discuss the ar- 
rangements as to insurance with their 
respective underwriters well in advance 
of the signing of any agreements per- 
taining thereto. Are the lessor’s or 
lessee’s crews going to operate the air- 
craft, is crew training involved, who 
will perform maintenance, what insur- 
ances are required, who is to be respon- 
sible for placing the insurance? These are 
just some of the questions that will need 
to be answered before a proper evalua- 
tion can be made by the aviation in- 
surer. 


Challenges to Insurers 


The previous discussion has pertained 
to the effect the jet aircraft has on 
airlines and their insurers. We should 
also mention that the jet aircraft has 
presented its share of challenges to 
these same insurers in handling the in- 
surance needs of their manufacturers. 
Consider, if you will, the possible aviation 
insurance requirements of manufacturers 
in their program of developing an air- 
craft to sell for as much as $6,300,000, 
that can transport as many as 160 per- 
sons. 

These include adequate aircraft hull 
and liability insurance on a prototype 
aircraft during the initial test flying 
program, on subsequent changes in the 
aircraft, some of which may materially 
effect the flying characteristics; also the 
need of coverage on the routine produc- 
tion aircraft, delivery flights and the 
related crew ‘training of customers’ em- 
ployes. The manufacturer should prop- 
erly consider products liability insurance 
to protect them in the event of claims 
alleging faulty workmanship, parts or 
design, following the sale. 

In aviation insurance there is a related 
cover, commonly referred to by various 
names such as grounding liability or 





loss of use, or sistership, which insures 
the manufacturer’s liability in the event 
of commercial customers’ claims as a 
result of the government required with- 
drawal of aircraft from service follow- 
ing an accident to a sistership. 

The related cover together with prod- 
ucts liability insurance, should be con- 
sidered by the manufacturer of every 
component of the aircraft, be it an 
engine or a nut or bolt, and very serious 
consideration should be giv en to the limit 
of liability to be carried in view of the 
potential high claim. In this regard, it 
must be considered that the faulty manu- 
facture of a very small and relatively 
inexpensive component could result in an 
accident leading to claims by the injured 
or deceased passenger, by the owner of 
the aircraft and by other operators of 
the same equipment if the accident re- 
sulted in the grounding of their air- 
planes. 


Market Value Down on Piston Aircraft 


Another consideration jet age aircraft 
has brought upon us is the vast reduction 
in the market value of piston aircraft. 
There are still large numbers of piston 
aircraft operating over the airways of 
the world and they will be with us for 
years to come. 

It costs as much, and in many cases 
more, to replace a part today than it did 
when the aircraft were new. Recognizing 
this and being aware that current market 
values of these aircraft are sometimes 
less than one fifth of their original 
cost, it should be obvious that rates on 
these aircraft must necessarily increase 
since they still continue to be involved 
in partial losses. While the total loss 
portion of a rate will not be affected by 
reductions in value, that portion of the 
rate necessary to pay partial losses must 
increase to produce the same premium 
on the reduced value. 


Higher Awards ond Settlement Costs 


A major problem to us in the United 
States which is continually becoming 
more serious and which will inevitably 
affect all aviation underwriters is the 
rising, inflationary spiral of casualty 
awards and settlement costs. This fac- 
tor, in conjunction with the misbegotten 
doctrine of absolute liability (or liability 
without fault), is a cause of great con- 
cern to underwriters of all classes of 
casualty insurance. 

However, the recent extraordinary in- 
crease in the average death settlement 
in aircraft accidents shows that aviation 
underwriters have been particularly hard 
hit in this respect. Similarly, the out- 
look for the physical damage under- 
writer is not brightened by any sign of 
a leveling off of the cost of repairs to 
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aircraft of all types, particularly jet air- 
craft on which the highest degree of 
care in engineering, workmanship and 
use of materials is mandatory. 

Notwithstanding all these gloomy fore- 
bodings, we do not want to end on a 
2g eget note. We feel these problems 

can be answered by the insurance in- 
dustry just as in the past it has answered 
other problems which, at the time, seemed 
to be relatively more overwhelming 


Inadequate Rates 


No aviation underwriter or group of 
underwriters is totally unaffected by any 
significant aviation loss, no matter who 
is directly involved. The casual, op- 
portunistic and unsound thinking of the 
underwriter who has gone relatively 
loss-free for a couple of years and there- 
fore feels he can set his rates below 
what they realistically should be, can 
lead to a shocking awakening. When 
his turn comes, the cost can easily 
stagger him beyond possible ultimate 
recovery. 

Furthermore, whenever he accedes to 
the admittedly strong pressures of those 
plausible persons who persuade him to 
insure a risk at rates which are less 
than he should know are required to- 
day, he affects adversely, and lowers 
the tone of, the world aviation insurance 
market. 

Statistics and actuarial data, where 
available, are useful up to a point as 
a guide, but the element of judgment 
continues to play a major part in aviation 
underwriting. Judgment should not be 
lacking in men presumably intelligent 
enough and experienced enough to be 
aviation underwriters, but judgment — 
out the firmness to put it into effect is 
wasted and worthless. It is this om 
of firmness and a failure to act on the 
inevitable convictions of a thoughtful 
and forward-looking underwriter that 
account largely for our troubles. 

Even the relatively short history of 
aviation insurance shows a _ record “ 
underwriting groups which no long 
exist because more emphasis was ahead 
on acquiring a volume of business than 
on striving for an underwriting profit 
through sound rating and underwriting 
principles and procedures. 

The answer, therefore, appears to be 
clear and we can only wish that it were 
as simple to effect as it is to state in a 
few often- repeated words. It is far from 
a new idea, but it applies today over 
a much broader scope than has been 
necessary heretofore. It consists of a 
determination on the part of the aviation 
insurance markets of the whole world 
to apply sound, realistic and long-term 
thinking to our problems and then to 
act on this thinking. 
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Review of Experience 
Rating Plans Needed 


INA ASSOCIATE ACTUARY 


SAYS 


Bailey Cites Changes in Ins. Business 
Before Casualty Actuarial Society; 
Longley- satel Elected President 





Calling for a re-evaluation of experi- 
ence rating plans, Robert A. Bailey, as- 
sociate actuary, Insurance Co. of North 
America, submitted a paper at the 47th 
innual meeting of the Casualty Actuarial 
Society in Chicago. Said Mr. Bailey: 


and developments in the in- 
business have created the need 
procedures for the ex- 
individual risks, par- 


“Changes 


reassessing 


perrvence rating ol 





ularly in reference to multi-line pol- 

ies where i. roperty and casualty cover- 
ges are “luc led He then asked: 

‘Are we to cease experience rating the 
asualty portion of a package policy or 
are we to begin experience rating the 
property ‘tion? It seems unreasonable 
to experience rate nly half of a pack- 
wwe policy, especially when the premium 





sed to be indivisible. 


No View on an Old Belief 
rf. it has long 
unsound to 
insurance | 


been considered 
experience rate 
because of the low 
and large ‘catastrophe 
elements in property insurance. Such 
belief was probably caused by the fact 
I mus casualty experience rat- 
applied to property insur- 
yperate very poorly because 
iculties 
because the plans designed 
insurance would work poorly 
property insurance, does not 
mean that an experience rating plan 
I gned for property insur- 
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made the attempt 
fundamental 


experience rating and to 


to go 
pi ‘inciples of 
devel lop from 
jasis for an experience rating 
ill work well for both prop- 
-asualty insurance, and for com- 
nations I he tw 
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which are now 
factor in the non- 
ines, present an unusual op- 
carefully designed ex- 
in to perform a valuable 
needed function,” he con- 


ices, 
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Election of Officers 
As announced in 


Laurence H 


our November 27 


Longley-Cook, 


‘ ac- 
~ the Insurance Co. of North 
was elected president. Elected 





Thomas E, 
-actuary, American of 
Richard J. Wolfrum, ac- 
Mutual Insurance 


presidents were 
pr esident 
We rk, and 


at the Liberty 


Murrin, 





serve on the council of 
three year term were: 
actuary of the Inter- 
surance Conference, Paul S. 


he society for a 
Hurley, 
Regional In 


Pacific Employers 
Reports Profit Jump 


NINE MONTHS EARNINGS $245,821 


Group Earnings Were $485,654 or $1.22 
Per Share; 1960 Figures Were $308,584 
Or 81 Cents Per Share 


Strong third quarter earnings of $245,- 
821 reported by the Pacific Employers 
Group of insurance companies, Los An- 
geles, pulled met income for the nine 
months ended September 30 well ahead 
of 1960 figures. 

Consolidated net earnings of the Group 
in the first nine months of 1961, after 
provision for Federal income taxes and 
policyholders dividends, amounted to 
$485,054, amiounting to $1.22 per share on 
the 397,988 shares of Pacific Employers 
stock outstanding. President John T. 
Gurash said the earnings compare with 
1960 figures of $308,584, or 81 cents per 
share on 380,000 shares outstanding. 

Mr. Gurash also announced that all- 
time ‘highs in premiums written, assets, 
and capital and surplus were recorded 
during the period by the Group, which 
includes Allied Insurance Co., Meritplan 
Insurance Co., California Union Insur- 
ance Co. and California Food Industry 
Insurance Co. in addition to Pacific Em- 
ployers. 

Five Companies Set Record 

Total gross premiums written by the 
five companies amounted to a_ record 
$28,049,173, an increase of $1,368,666, 
5.13% over the same period last year. 
After provision for reinsurance premi- 
ums, the total amounted to $27,203,170 
an increase of $1,591,734 or 6.21%. 

Combined admitted assets increased by 
$3,821,759 and amounted to a new high 
of pore on September 30, com- 
pared with $44,488,374 at the end of the 
same period a year ago. 

Capital and surplus increased $921,069 
and reached a record $10,466,406 indicat- 
ing a book value of $26.30 for each of the 
397,988 shares of Pacific Employers stock 
outstanding. The figure is raised to $29.24 
per share when credit is taken for the 
equity in unearned premium reserves 
on account jof prepaid expenses. 





Liscord, associate actuary of The ” Trav- 
elers Co. and Roy H. Kallop, actuary 
of the National Council on Compensa- 
tion Insurance. 

Other Papers Presented 


The program included presentation of 
the following new papers: “Experience 
Rating Reassessed” by Mr. Bailey. 

“Recent Trends and Innovations in 
Individual Hospital Insurance” by M. 
Eugene Blumenfeld, accident and health 
experience analyst, Federal Life and 
Casualty. (See the Health Insurance 
Sectix m). 

“Observations on the Latest Reported 
Stock Insurance ‘Company Expenses for 
1960” by Frank Harwayne, chief actuary, 

(Continued on Page 29) 
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St Happened Last “Week: 


A TRAGIC DEATH 


Andrew Kalmykow’s Ensign Son, 23, Lost 
His Life Mysteriously in Waters 
Near Port Angeles, Wash. 


The tragic and mysterious death of his 
son, Ensign Andrew Kalmykow, III, in 
waters near Port Angeles, W ashington, 
is sadly announced by Andrew Kalmy- 
kow, manager, casualty department, As- 
sociation of Casualty & Surety Cos. 

Ensign Kalmykow, age 23, attached to 
the U. S. Coast Guard cutter, “Winona,” 
met death as a result of an accident 
on November 17. His fate, however, re- 
mained unknown for over a week de- 
spite a widespread search by rescue 
squads, the Boy Scouts, crew of the 
“Winona” and other Coast Guard fa- 
cilities. His body was finally recovered 
by scouba divers from waters close to 
the dock where the vessel was berthed. 

His father, who was returning from a 
Hawaiian business trip, flew to Port 
Angeles when he got word that his son 
was missing, and he helped desperately 
in the search. 

Ensign Kalmykow, graduate of Brown 
University in 1960, was commissioned 
last June in Yorktown, Va. Prominent 
at college, he was assistant alumni sec- 
retary of his class, member of Sigma 
Chi fraternity, the Vigilance Committee 
and Cammarian Society, both of which 
are honor societies at Brown. He was 
also active in the Washington Irving 
Council of Boy Scouts of America. While 
attending Ardsley, N. Y. High School 
he was president of Student Council. 

Ensign Kalmykow is survived by his 
mother, father, brother, Charles and 
sister, Vera Elizabeth. He is the grand- 
son of Andrew D. Kalmykow, formerly 
of the Russian Imperial Diplomatic 
Service who helped negotiate settlement 
between France and Siam 


concerning 
Indo China in the early 1900s. 


Funeral services were held at Ardsley 
Methodist Church November 30 with 
special Russian Orthodox rites. Burial 


RecmgOR National 


Open New Service Office 


Fidelity & Deposit last week opened 
a service office in Little Rock, Ark. un- 
der the direction of Clinton V. Butler, 
a former special agent in its Memphis 
branch. General supervision over the op- 
erations of the new office will be exer- 
cised by Fred C. Cochran, manager at 
Memphis. 


was at Cemetery. 








NATIONWIDE OPENS Ni NEW OFFICE 
Nationwide Insurance of Columbus, 
Ohio opened its first Group office in the 


Northwest last week. Located in Port- 
land, Ore., it will serve Oregon, Wash- 
ington, and Idaho. A. W hitaker, as 
district Group manager, heads the oper- 
ation. He has been with Nationwide 
since 1957, most recently as a Group 


representative in Butler, P . His appoint- 
ment was announced by J. Knott. zone 
group manager for Realism on the 
west coast. 


Employers Mutual ¢ Casualty 
Agents Basking in Nassau 


Twenty-eight agents Employers 
Mutual Casualty of Des Moines last 
week began an expense-paid six-day out- 
ing in Nassau, The Bahamas, in connec- 
tion with a nationwide sales campaign 
marking the company’s 50th anniversary. 

From homes throughout the country, 
the agents and their wives were flown 
to New York or Miami and then to Nas- 
Sau. 

Agents winning the trips in the an- 
niversary “prize sellebration” were high- 
point scorers in sales of new business 
other than automobile for Employers 
Mutual and of automobile and home- 
owners’ policies in Emcasca Insurance 
Co., a subsidiary, according to Robb B. 
Kelley, vice president and secretary of 
the companies. 


for 


National Bureau Announces 


Rate and Manual Revisions 


Rates for classifications rated on an 
area or frontage basis last week were 
revised in 21 states, the National Bu- 
reau of Casualty Underwriters  an- 
nounced. In other rate changes, the bu- 
reau reported increases in several states 
for comprehensive personal liability and 
farmers comprehensive personal liability 
insurance. The revisions became effec- 
tive November 29. 

Revisions in O.L.&T. policies ranged 
from increases of 25% in Arizona, Ar- 
kansas, Delaware, Maine and Maryland 
to 10% decreases in Iowa and Nevada. 
The CPL increases were $1 in the basic 
rate in Alabama, Arkansas, Maryland, 
North Dakota, Oklahoma, South Dakota 
and Tennessee. In Oregon the increase 
was: $1.50. 

FCPL insurance went up $1 for the 
basic rate in Maryland, $3.50 in Oregon; 
es in Alabama, Arkansas, Kansas, North 

Carolina, Ohio, South Dakota and Ten- 
nessee; $10 in Minnesota and $15 in 
Mississippi, 

3odily injury increased limits tables 
were amended to show only seven limit 
combinations for contractural, owners or 
contractors protective and product li- 
ability insurance. 

Increased*jimits factors for O.L.&T. 
B.I.- liability® insurance have been re- 
ducéd 20%, Storekeepers increased limits 
factors havé heen reduced to reflect ithe 
changes in the O.L.&T. increased limits 
tables. Manufacturers and contractors 
B.I. liability factors for increased limits 
have been upped 25% for table A and 
30% for table B. 


Seek Funds for Committee 
To Proble N. Y. Auto Rates 


A bill appropriating $15,000 to create 
a temporary committee to study dis- 
criminatory rates for automobile liability 
insurance being charged in many rating 
districts, particularly in the northern 
part of Bronx County; N. Y., has been 
pre-filed by Assemblywoman Aileen B. 
Ryan, Bronx County Democrat. 

The committee would consist of three 
appointees of the Governor, three sen- 
ators and three assemblymen, including 
representatives of the New York Insur- 
ance Department, of the Motor Vehicles 


Sureau. and casualty insurance com- 
panies. 
The bill, which was also introduced 


in the 1961 legislative session but failed 
of passage, has been referred to the 
ways and means committee, and will be 
formally introduced in the 1962 Legis- 
lature which convenes on January 3. 


NBCU ADDS TWO MORE COS. 


The National Bureau of Casualty Un- 
derwriters last week announced the elec- 
tion of the Kansas City Fire & Marine 
Insurance Co. of Kansas (City, Mo., and 
the Investors Insurance Co. of Teaneck, 
N. J., to membership in the bureau. 

The Kansas City company is affiliated 
with the Glens Falls Insurance Co. and 
has been a subscriber for the bureau's 
rating service in many states. The In- 
vestors Insurance Co. was recently or- 
ganized and plans to begin operations 
shortly. Bureau now has 97 members. 


Long Studying Proposal 

Tennessee Insurance Commissioner 
John R. Long last week was studying 
a merit rating plan and a package type 
automobile policy proposed for policy- 
holders in his state. The proposals made 
by three Hartford companies, Travelers 
Insurance, Travelers Indemnity and 
Charter Oak Fire, also call for an in 
crease of 15.4% in auto liability rates on 
about 30,000 Tennessee policyholders, No 
collision or comprehensive rate hikes 


were requested, 
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Ehrmanntraut Retires 
From American Surety 

AFTER 40 YEARS OF SERVICE 

Has Been Vice President in Charge of 


Met. New York Branch for 21 Years; 
His Many Industry Activities 





\Villiam R. Ehrmanntraut, vice presi- 
t of American Surety-Pacific Na- 
ial Group, will retire December 15 
er 40 years of service. Since 1940 he 
s; managed American Surety’s metro- 
litan New York branch, the company’s 
rgest. His career throughout has been 
irked by outstanding industry activity 
| leadership. 
Mr. Ehrmanntraut’s fellow officers and 
epartment heads will give him a fare- 
ell luncheon and tthe metropolitan de- 
irtment’s employes have set a mid-De- 
ember dinner in his honor. While he 








N. Y. Federation’s Executive 
Secretary 


The Insurance Federation of New 
York State at its executive committee 
meeting on November 30 elected William 
Rk. Ehrmanntraut as its executive sec- 
retary, effective January 1, 1962. 


A LT TLL AT, 


will retire from insurance company work 
he will not be inactive as Bill” 
Ehrmanntraut has varied community in- 
terests including chairmanship af the 
insurance committee of Peninsular Gen- 
eral Hospital in Rockaway, L. L, the 
Grand Jurors Associa- 
board (No. 67 in 
hobbies of carpentry, 
woodcraft and fishing. 


Queens County 
ion, local draft 
Queens); also 


His major industry interests over the 
years have been tthe Insurance Federa- 
New York (23 years of service) 
of which he was executive committee 
1954-55; the New York 
Board of Trade of which he is currently 
insurance section chairman, director and 
executive committeeman; Insurance Post 
1081 of American Legion of which he was 
commander in 1935 and board member 
for six years of the Legion’s children’s 
camp at Rooso Gap, New York. He also 
held the presidency of both the Casualty 
and Surety Managers Associations in 
New York, respectively in 1944 and 1946, 
and of the Casualty & Surety Club in 
1956. The Credit & Financial Manage- 
ment Association has been another of 
his interests since 1941. His zest for 
educational work is reflected in his 20- 
year service to Insurance Society of 
New York, being currently chairman of 
its bonding comunittee. 


With F.B.I. After World War I Service 


Native ‘of Davenport, Iowa, Mr. 
Ehrmanntraut attended school in Wash- 
ington, D. C. and obtained his LL.B. de- 
gree from Georgetown University Law 


School in 1916 and LL.M. degree in 1917. 


tion of 


chairman in 


While attending Law School he also 
worked for the United Press as “pony” 
editor, sending ‘out “condensed” news to 


small town newspapers. He enlisted in 
the U. S. Navy a week before the draft 
and spent two years in naval aviation, 
first as a dirigible pilot on overseas duty, 
a in command (as lieut. j.g.) of the 
Naval Air Station of Castle Town Base, 
Ireland. As a final assignment he had 
charge of the berthing and gassing of 
the R32 British dirigible, first ship to 
fly nion-stop (1919) across the Atlantic. 
“Bill” Ehrmanntraut’s first business 
job was as an F.BI. special agent in 
Washington, D. C. He was hired by 


Bruce Bielaski, then chief of the Testice 
Department’s 


Bureau of Investigation 





W. R. EHRMANNTRAUT 


and later a top executive of the Na- 
tional Board of Fire Underwriters. His 
F.B.I. work, especially on the Pacific 
‘Coast in fraud cases, was excellent prep- 
aration for his entry into the insurance 
field in 1921 as a claim investigator for 
American Surety. He was promoted in 
1925 to a fidelity bond underwriter and 
in 1926 to managership of the newly 
opened branch office for brokers at 100 
Willian Street. When New York Cas- 
ualty was acquired in 1928, “Bill” Ehr- 
manntraut was ‘selected by William E. 
McKell, then vice president, to assist 
in the integration program. Thereafter 
he was appointed metrop’ alitan New York 
manager of the company’s office on Cliff 
Street which he operated until 1940. 


Elected American Surety Vice President 
in 1954 

That year Mr. Ehrmanntraut was put 
in charge of American Surety’s metro- 
politan branch office which under his 
stimulus over the past 21 years, has 
grown to be the largest. It writes about 
20% of the company’s business. In 
recognition of his leadership, he was 
elected a vice president in 1954, and 
when American Surety was acquired by 
Transamerica Group about two years ago, 
he was elected vice president of Pacific 
National. He was called upon by Henry 
Sheehy, president of American Surety- 
Pacific National ‘Cos. to assist in ‘the ‘in- 
tegration iof the two companies and has 
rendered noteworthy service. 

Over the years Mr. Ehrmanntraut has 
been active in the Georgetown Univer- 
sity Club of New York, the Drug & 
Chemical Club and the Trout Lake Club 
of Diamond Point, N. Y. Since his F.B.I. 
days in 1919 he has been admitted to the 
Federal Bar (Supreme (Court of United 
States) for practice of law. 


Buffalo Insurance Company 
Appoints Rogers and McDaid 


James Peter Rogers has been appointed 
special representative for Buffalo Insur- 
ance Co., in suburban New York. Pres- 
ident Victor T. Ehre made the an- 
nouncement. 

Mr. Rogers worked part time for the 
Royal Liverpool Group while attending 
college. In 1948 he joined the Great 
American Group in New York City as 
an automobile underwriter. In 1952 he 
went with the Insurance Co. of North 
America in various capacities in the 
home office and traveled Queens, Nas- 
sau, and Suffolk. Mr. Rogers majored 


in Business Administration at St. John’s 
University. 
The appointment of Harry F. Mc- 


Daid as staff adjuster for Westchester, 
Queens and Rockland County was also 
announced. Mr. McDaid was with the 
American Surety for ten years as claim 
adjuster working out of their John Street 
office. Mr. McDaid served in the Marine 
Corps during the Korean War and is a 
graduate of St. John’s University. 

He also attended the Insurance Society 
School on Casualty Claim Adjustment 
and Anatomy. Mr. McDaid resides in 
Pearl River, New York, is married and 
has one child. 


Must Deal With Potential Long-term 
Problems First, Vine Emphasizes 


The property-casualty insurance business 
is not giving enough intelligent study to- 
day to singling out those few among tts 
many problems that can become vital to its 
future progress, and trying to deal with 
them first, but seems scattering its efforts 
between many brush fires. 

Nor has there been enough analysis of 
where it went far enough astray in the past 
to allow the present difficult conditions to 
develop. 

Company management needs more help 
from its specialists—in unde rwriting, pro- 
duction, loss handling and engineering—in 
recognizing these few potentially dangerous 
situations before they grow to an unman- 
ageable point. 

Senior underwriting executives especially 
are close enough to such problems in their 
early stages to post warnings. 

These were among opinions offered 
by Ben C, Vine, executive vice president, 
Millers’ Mutual Insurance Association of 
Illinois and president F ederati m of Mu- 
tual Fire Insurance Companies, before some 
600 underwriting executives representing 
leading mutual property-casualty insur- 
ance companies at Chicago’s Edgewater 

3each Hotel for the recent annual Mu- 
tual Insurance Technical Conference. 

The conference was sponsored by the 
Federation of Mutual Fire Insurance 
Companies, Mutual Insurance Advisory 
Association, Mutual Insurance Rating 
Bureau, and Transportation Insurance 
Rating Bureau. 

“Events are occurring today, and at- 
titudes exist in the insurance business 
today, that can have serious consequences 
for the business in the years to come,” 
Mr. Vine asserted. “The problem is to 
sort them out from the multitude of 
happenings, and the diversity of at- 
titudes, which will have little or no signi- 
ficant future effects, and yet to which 
the insurance business may be devoting 
a great deal of the time and effort which 
should be devoted to ae and attitudes 
which eventually may be decisive. What 
these vital situations are is difficult to 
determine.” Mr. Vine then listed the 
following four possibilities: 


“1. There is heavy pressure in Wash- 
ington to expand the Social Security 
System to provide disability benefits; 
carried far enough this could destroy 


the present workmen’s compensation 
system. There is pressure to expand it 
tio provide health ‘care for ‘senior citi- 


zens’; carried far enough this could 
destroy the voluntary health insurance 
system. 


“2. Property - casualty insurance com- 
panies, especially in the stock field, con- 


sistently are losing money on under- 
writing operations, but keeping their 
heads above water because of invest- 


ment gains in a strong securities market. 
This weakens incentive to demand rates 
adequate to show an underwriting profit. 
What happens when the securities mar- 
ket turns down? 

“3. There is a tendency for many com- 
panies—for reasons of competitive ad- 
vantage, agency relations, or public rela- 
tions—to make excessive payments on 
losses or to pay losses not covered by 
the policy. 

“4. There is a tendency to broaden 
policy contracts to such an extent that 
the public has come to look upon in- 
surance com p< unies as mainten< ance serv- 
ice organizations rather than as a source 
of protection against unexpected, un- 
usual or large claims resulting from 
properly-insured hazards, coupled with 
misleading advertising that causes the 
public to believe that ‘everything’ is 
covered. 

Can Only Be “Guarded Optimism” 

“Many other such developments could 
be cited, which may prove more import- 
ant in the long run than those listed,” 
he brought out. “Certainly the property- 





casualty insurance business is not in as 
satisfactory condition as it has been 
during many periods in the past, and 
that there can be only guarded optimism 
as to its future. 

“In the marketing end of the business 
our product is being sold below true cost 
in many instances in order to meet com- 
petition. In the underwriting area some 
possibly unsound coverages are being 
offered, and business of high loss poten- 
tial is being written either voluntarily 
for a variety of reasons, or involuntarily 
through such mechanisms as assigned 
tisk pools because of fear of government 
infiltration into the business. 

“Losses and claims are being over- 
paid either voluntarily, or because of 
fear to litigate because of public at- 
titudes that lead juries to consider in- 
surance companies fair game. Somewhere 
something has gone wrong. Per 
political and economic climate of the 
times is to blame. But perhaps the in- 
surance business itself did not recognize 
and correct—long ago when trends were 
only beginning—situations which have 
built up to the point where they threaten 
the future of the business.” He con 
cluded: 

“The beginnings of trouble 
ye recognized first by producers, by 
oss men, by those in loss prevention, 
yy underwriters. Recognizing 
a job to which every career property- 
casualty insurance man should turn His 
hand and mind, and the thinking under- 
writing executive may be able to make 
the most imp rtant contribution of all 
to this vital task.” 
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NYC Housing Authority Rate 
Plan Hearing Is Now Dec. 


For the second time, at the direction 
of the New York Insurance Department, 
resumption of the Department hearing on 
a rating plan proposed for workmen's 
compensation and general liability cov- 
erage in connection with the New York 
City Housing Authority’s construction 
projects has been put over until 10:00 
a.m., Thursday, December 7, at the De- 
partment’s hearing on 123 William 
Street, New York Ci 

Date for re aed lol the hearing was 
first set by the Department for Novem- 
ber 21, and subsequently postponed until 
November 29. 

The hearing is upon appeal taken to 
the Superintendent of Insurance from de- 
cisions of the New York Compe nsation 
Insurance Rating Board and the Na- 
tional Bureau of ‘Casualty Underwriters 
rejecting a rating plan for Housing Au- 
thority coverage proposed by the In- 
surance Co. of North America. The hear- 
ing’s first session took place October 31 
at the Department’s New York City 
offices. 


Hillas of America Fore 
Retires After 42 Years 


James R. Hillas, manager of the New 
York City bond department, America 
Fore Loyalty Group, recently retired 
after 42 years of service with the Group. 

Mr. Hillas joined the Group’s fidelity 
and casualty company upon his gradua- 
tion from Cornell in 1919. For the past 
22 years he was manager of the Group’s 
New York City bonding department. 

3orn in Union City, N. J., Mr. Hillas 
is the son of the late Robert J. Hillas, 
who for many years was president of 
Fidelity & Casualty Co. of New York. 

Mr. Hillas is an honorary member and 
past president of the Surety Managers 
Association of New York City. He has 
served on the executive committee of 
the Surety Underwriters Association of 
New York City and on the faculty of the 
Insurance Society of New York, Inc. 
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NBCU Gives Case For 
Experience Rate Plans 


AT OLYMPIA, WASH. HEARING 
Washington Ins. Commissioner Studying 
Pros and Cons of Experience and 
Schedule Rating Plan Revisions 
The National Bureau of Casualty Un- 
derwriters recently put its case for ex- 
perience and schedule rating plan revi- 
sions before a public hearing conducted 
in Olympia by Washington Insurance 
Commissioner Lee I. Kueckelhan. The 
Commissioner took the case under sub- 
mission and will announce ‘his decision 

later 

The revisions, once approved by the 
Insurance Commissioner but subsequent- 
ly disapproved, were explained in detail 
at the hearing by John J. Savage, Pacific 
Coast manager of the NBCU, and George 
W. Clarke, Seattle attorney for the 





Mr. Clarke challenged the legal right 
of the Commissioner to withdraw ap- 
roval of the rating plan revisions once 
vey were approved and also contended 
that the Commissioner did not have the 

hority to disapprove the revisions 

any circumstances because they 
ull code requirements which 
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Five Principal Points 


1. American business is changing in some of 





its methods and the bureau, on behalf of its 
members, be prepared to “accommodate” 

business it e changes 
2. Business. more and more, is using the 
hise as a means of expansion, rather than 





ownership growth; many companies have 





found it economic 





practical to dispose of 


automobile fleets and let employes use their own 





cars with expenses reimbursed by the company. 
The important thing in special rating plans 


that provide rate variations is the evaluation 














of the loss probability inherent in the risk. Good 
nanage supervision and safety 
guidance will prevent losses and earn lower 
rates 

4. Manageme co supervision and safety 
guidance w end to reduce losses whether 
tl ( 1, supervision i guidance is exer 
cist ”y wnership « ! t is required 
by f chise grantor of a franchise grantee 
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ELEVATE HANSON AT SYRACUSE 

Paul H Hanson has been appointed 
superintendent of casualty underwriting 
in the Syracuse, N. Y., service office of 
»pringfield- Monarch Companies 

\ graduate of Syracuse University, Mr. 
Hanson has also studied at the Mutual 
Insurance Institute and at the Hartford 
Insurance Training and Retrospective 
Rating schools. He was formerly asso- 
ciated with Hartford Fire Insurance 
Group at Syracuse and Minneapolis, and 
with the Kemper Insurance Companies 


at Syracuse 


MURRIN JOINS AMERICAN INS. 


Former NBCU Actuary Will Assume 
Newly Created Position of Vice 
President and Actuary 





THOMAS E. MURRIN 


Thomas E. Murrin has joined American 
Insurance Co. in the newly created posi- 
tion of vice president and actuary. In his 
new post he will advise and counsel 
senior management. President Robert 
Z. Alexander made the announcement. 

Mr. Murrin has been actuary of the 
National Bureau of ‘Casualty Under- 
writers, where he supervised all actuarial, 
statistical and research activities. He 
joined the bureau in 1946 and five years 
later was named assistant actuary and in 
1960 was promoted to actuary. 

Mr. Murrin is a Fellow of the Casualty 
Actuarial Society by examination and 
at its recent annual meeting was elected 
a vice president of the society. He grad- 
uated magna cum laude in 1944 from St 
John’s College where he majored in 
mathematics; following graduation he 
served as an officer in the U. S. Navy. 


N. J. Surety Underwriters 


Elect Scocozza President 

Fred G. Scocozza, Hartford Accident 
& Indemnity, has been elected president 
f the Surety Underwriters Assn, of New 
Jersey, succeeding William E. McCauley, 
America Fore Loyalty Group. Others 
elected were: Vice president, Robert A. 
Baron, National Union Insurance Cos.; 
treasurer, C. Eugene Barnes, Standard 
Accident and _ secretary, Richard G. 
Lewis, Maryland Casualty. 

The new executive committee includes 
Ralph W. Hawkins, New Amsterdam 
Casualty; Henry W. Rogers, Aetna In- 
surance Co.; R. W. Marshman, Aetna 
Casualty & Surety; Edward Helstrom, 
National Surety Corp., and Messrs 
Baron, Barnes, Lewis and McCauley. 
Chairman of the nominating committee 
was Gilbert Serbe, U. S. Fidelity & 
Guaranty Co. ; 


Reliance lnensenee’ Elects 
Goodspeed V. P., Treasurer 


Lawrence M. Goodspeed has_ been 
elected vice president and treasurer of 
Reliance Insurance Co. He succeeds A. 
Addison Roberts, who was advanced to 
executive vice president earlier this year. 
Kenneth B. Hatch, Reliance Group pres- 
ident, made the announcement 

Mr. Goodspeed joined Standard Ac- 
‘ident in 1932 after receiving a Master 
f Business Administration degree from 
University of Michigan. In 1942, he was 
made manager of the investment and 
mortgage department and a year later 
was appointed assistant treasurer. Mr. 
Goodspeed was elected vice president and 
treasurer of Standard Accident and af- 
filiates in 1954 and was named a director 
of Pilot Insurance Co. at that time. In 
1955, he was elevated to the board of 
directors of both Standard Accident and 
Planet Insurance Cos. In June of 1961, 
he became a director of Reliance Insur- 
ance Co. He will continue to serve 
Standard Accident as vice president and 
treasurer as well as director, in addition 
to his new assignment. 


Ellison, Gates and Borst Elected as 
Top Officers of N. Y. Ins. Federation 


Edward W. Ellison, vice president, 
Aetna Casualty & Surety, in charge of 
its Greater New York operations, was 
elected executive committee chairman of 
Insurance Federation of New York, Inc. 
at its 47th annual meeting November 30 
in the Hotel Astor, New York. Mr. Elli- 
son, whose career with the Aetna Com- 
panies began in 1940, has been stationed 
in New York since 1957 and was elected 
vice president in 1958. 

3enjamin F. Gates, New York man- 
ager, Hartford Insurance Group, was 
elected vice chairman of the executive 
committee. This is his 35th year with 
that Group, having started in San Fran- 
cisco and then served in St. Paul before 
coming to New York in 1948 as assistant 


EDWARD W. ELLISON 


manager. He was advanced to manager 
here in January, 1955. 


Luncheon Speaker Congressman Miller 


At the luncheon, attended by 1,400 in- 
surance people from all segments of the 
business, the presiding officer was Ed- 
ward W. McAndrews, partner in Hall & 
Henshaw, New York, who has served 





CLARENCE BORST 


this year as the Federation’s executive 
committee chairman. He introduced as 
guest speaker Congressman William E. 
Miller of Lockport, N. Y., chairman of 
the Republican National Committee, 


whose address will be reviewed in ou: 
December 11 issue. 
Other Officers Elected 

Clarence A. Borst, who has been vic 
president of White & Camby, Inc., mid 
town New York agency for the past sey 
eral months and prior to that was metro 
politan New York vice preesident o 
United States Casualty, was elected 
president of the Federation. He started 
with United States Casualty in 1925, 

Elected first vice president was Melvin 
A. Holmes, vice president, Frank B 
Hall & Co., Inc., New York, and new 
vice presidents are Lester J. Bradshaw, 
White Plains, N. Y. agent, and William 
Keller, Jr., resident secretary, United 





BENJAMIN F. GATES 
States F. & G., New York. 

Five regional vice presidents named 
were Victor T. Ehre, president, Buffalo 
Insurance Co.; H. Lewis Kolodny of 
Rhulen Agency, Inc., Monticello, N. Y.; 
Matthew D. Lampell, vice president, 
Kahn-Lampell, Inc., Poughkeepsie; Sid- 
ney Mang, president, Mang-Bowne & 
Hayward, Inc., Sidney, N. Y., and Carl 
A. Young, president, George Young 
Agency, Inc., Syracuse. 

Elected treasurer was Charles Flay, 
Jr., resident manager, Fidelity & Cas- 
ualty, Albany; assistant treasurer—Don- 
ald J. Mullen, assistant vice president, 
Marsh & McLennan, New York; as- 
sistant secretary, Richard J. Weghorn, 
manager, life and health insurance de- 
partment, John C. Weghorn Agency, 
Inc., New York. 

Rankin Martin, resident vice president, 
Standard Accident, New York, was 
nominating committee chairman. 


Ward Gordon Presides at 
YMBT Luncheon in N. Y. 


Ward Gordon of Marsh & McLennan, 
New York, presided at a luncheon meet- 
ing November 28 of Young Men’s Board 
of Trade at which premium financing 
plans were discussed. Speaker was Burt 
Sempier of Alco. 

Announcement was made by Graham 
Platt of Marsh & McLennan, chairman 
of the “Young Man of the Year” an- 
nual competition, that the luncheon at 
which this announcement will be made 
is set for next February 13 at Statler 
Hilton Hotel. 

A membership luncheon will be held 
December 6 at Hotel Taft, N. Y. and 
the YMBT annual Orphan Shopping 
Tour is set for December 8. 
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The ‘Total Marketing’ Question 





Lang on What It Can and Can’t Do 


fotal marketing” must become im- 
bucd in an insurance company starting 
from the board of directors through the 
prsident and every operating depart- 
ment head, regardless of the function he 
occupies, in order to be practically ap- 
1 a” 


‘his was pointed out by Dr. Frank 
Lang, president of Frank Lang & As- 
sociates, Inc., national management con- 
sultants for the insurance business, in 
his introductory comments as chairman 
nd moderator of a panel discussion at 
the recent annual meeting of the Nation- 
al Association of Independent Insurers, 
Biltmore Hotel in Los Angeles. 

Dr. Lang, having first used the term 
‘“narketing’ in the fire and casualty 
business 15 years ago, pointed out that 
he was gratified by its growing accept- 
ance, but equally alarmed by its con- 
tinued misuse. 


The Word Has Become a Fad 


“Today many companies have gone 
from one extreme to another. Whereas 
only recently the word agency or sales 
had a very narrow scope, today the 
word marketing has suddenly become 
stylish. It has become a ‘fad’ in the 
insurance business just as the ownership 
of an electronic computer has become 
an expensive status symbol even with 
companies which have little use for one.” 

Illustrating his comments with client 





FORM SPECIAL COMMITTEES 





Arbitration Committees for Casualty In- 
dustry Ready for Business in San 
Francisco, Los Angeles 
Special arbitration committees for the 
casualty insurance industry have been 
formed and are ready for business in 
San Francisco and Los Angeles, the As- 
sociation of Casualty and Surety Com- 

panies has announced. : 

Designed to ease court congestion, 
special arbitration provides the facility 
through which signatory companies can 
resolve, without going to trial, inter-com- 
pany disputes arising from co-defendant 
situations or coverage question. The 
success of this approach in a pilot opera- 
tion in New York metropolitan areas 
encouraged the industry to spread the 
plan to Newark, Philadelphia and Chi- 
cago, the association said, and the two 
principal California cities have now set 
up committees. 

Bernard L. Hines, assistant to the 
manager of the claims bureau head- 
quarters in New York, recently explained 
the special arbitration procedures at or- 
ganizational meetings of company claim 
executives in San Francisco and Los 
Angeles. 

The chairmen and secretaries of the 
new committees are: San Francisco: 
Chairman: E. C. Goodenough, super- 
intendent of field offices, Pacific Depart- 
ment, claims, The Fund Insurance Com- 
panies, 

Secretary: Mrs. Roberta A. Napole- 
tano, The Fund Insurance Companies, 
3333 California Street, San Francisco 20. 

Los Angeles: Chairman, S. F. Scanlin, 
claims manager, Lumbermens Mutual 
Casualty; secretary, Mrs. Adelaide Mc- 
Kenney, Lumbermens Mutual Casualty, 
3545 Wilshire Blvd., Los Angeles 5. 


FOX CELEBRATES 25TH YEAR 

Leighton E. Fox, manager of the Cleve- 
land office of Hartford Accident & In- 
demnity, celebrated his 25th anniversary 
With the company recently. Mr. Fox 
Joined the company in the home office 
claims department at Hartford and later 
Was an adjuster in Portland, Me. and 
in Boston. He also served as a special 
agent for Connecticut and Rhode Island 
and at Syracuse, N. Y., and Cleveland, 
before his promotion to manager in 
1954, 


case ‘histories, Dr. Lang explained that 
under the old departmentalization by 
line of insurance it was possible to have 
separate and compartmented sales, un- 
derwriting and claim departments. 

“With policies cutting across lines 
today, every operating function touching 
the consumer is a part of total mar- 
keting,” he declared and added: 

“Marketing mot only comprises the 
selling function, but also encompasses 
market planning and development, ap- 
plication of underwriting standards, the 
building, training and supervision of field 
staff and sales force, advertising and 
promotion, and control of acquisition and 
other distribution costs. 

“Underwriting, which ‘has been tradi- 
tionally governed by caution and con- 
servatism, particularly on the fire side 
of the house, must become part of the 
marketing team. This means a two way 
exchange of ideas. Underwriters must 
become ‘sales conscious and conversely, 
agents must become aware of the need 
for adopting underwriting standards. 

“Claims administration is still con- 
sidered by too many companies as a 
routine operation of doing an unpleasant 
task of fulfilling contracts.” 

An effective claims department, in 
Dr. Lang’s opinion, “acts mot only as 
the eyes and ears of the underwriting 
department, but equally as a good will 
ambassador for the sales department. 
Claims has become a vital part of total 
marketing and agents, both of independ- 
ent and exclusive agency companies, ob- 
tain renewal as well as new business on 
the basis of satisfactory claim service 
rendered by their companies. 

“The shift from agency or pure sales 
to a total marketing approach “increases 





ESTEP LEAVES BI-STATE 





Transit Casualty President Resigns From 
Development Agency to Avoid Pos- 
sible Conflict of Interests 

Preston Estep, president of Transit 
Casualty Co., one of the largest insur- 
ance carriers specializing in both pub- 
lic and private transit risks, recently 
resigned as chairman from the Bi-State 
Development Agency. (The agency is en- 
gaged in numerous projects designed to 
develop the St. Louis metropolitan area. 

Mr Estep, who is past president of 
the National Association of Independent 
Insurers and currently board chairman 
of the Bank of St. Louis, told Missouri 
Governor John M. Dalton that Bi-State 
had “reached the stage where they re- 
quire more time than I can now give 
them—and which they deserve.” 

Said Mr. Estep: “My resignation from 
Bi-State will remove any possibility of 
a future conflict between my public serv- 
ice and my private business.” 


Bennem Will Retire as V.P. 
From Amer. Surety Dec. 15 


William H. Bennem, vice president and 
head ‘of the fidelity underwriting depart- 
ment of American Surety/Pacific Na- 
tional, has announced that he will retire 
on December 15, but will continue to 
serve the companies in an advisory capa- 
city. His has been a useful, well ordered 
career of more than 50 years spent with 
American Surety, during which time he 
gained nationwide prominence as an 
authority in the bonding industry. 

During the past three years he has 
served as chairman of the executive com- 
mittee for The Surety Association of 
America. His contributions to the asso- 
ciation (for more than 30 years) have 
included a part in the development and 
extension of bankers blanket bonds, the 
commercial blanket bond, blanket posi- 
tion bond, comprehensive 3-D policy and 
blanket crime policy. 





FRANK LANG 
Musical Chairs Among Mediocre Men 


vastly the number and complexity of the 
problems facing the executive in charge 
of this function. He now must be able to 
plan, administer and follow through on 
the highest level. 

“Some companies are lulled into feeling 
secure by merely creating a new market- 
ing department,” Dr. Lang pointed out. 
“They often have only played musical 
chairs among a large number of mediocre 
men promoted from within and they are 
worse off than previously. Other com- 
panies think that the recruitment of new 
staff specialists will do the trick. As one 
who has been privileged to pioneer the ap- 
plication of research to insurance, I am 
appalled by its misuse. While our firm 


Makes it legal... 


but doesn't 
make it work 










actively uses various aspects of market- 
ing research, we consider it only one 
of many tools to be used in solving a 
client’s sales problems.” 


What can marketing research do? “It 


can,” he concluded, “supply basic in- 
formation about the needs of current 
and prospective policyholders; it can 


indicate whether a policy contract fits 
current or potential demand; it can 
measure the degree of penetration in 
various markets; it can lead you to the 
territories showing the greatest poten- 
tial; it can aid you in the development 
of more effective sales procedures; it 
can provide you with a measure of 
sales performance; finally, it can evaluate 
the effectiveness of sales techniques as 
well as sales promotion and advertising. 
“What can’t marketing research do? 
It cannot do the thinking for you; it 
cannot stimulate or motivate your field- 
men or agents; it is no substitute for 
training or sales supervision; it will not 
control your costs; and most important, 
it can never be of value unless its find- 
ings are recognized and permitted to 
influence company decisions as well as 
the direction of company operations.” 


Rating Plans Need Review 


(Continued from Page 26) 


New York State Insurance Department. 

“An Actuarial Analysis of a Prospective 
Experience Rating Approach for Group 
Hospital-Surgical-Medical Coverage” by 
George E. McLean, manager, actuarial- 
Statistical services, Blue Cross-Blue 
Shield. 

“Mathematical Limits Tio The Judg- 
ment Factor In Fire Schedule Rating” 
by K. L. McIntosh, manager, Lousiana 
Rating and Fire Prevention Bureau. 

“Patterns Of Serious Illness Insur- 
ance” by Mark Kormes, president, Ac- 
tuarial Associates Inc. 
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Love, loyalty, understanding — more than a license is needed to make a 
marriage sound. And it takes experience, know-how, efficient service and, 
we might add, generous commissions to put an insurance business on a sound, 
lasting basis. Thirty-seven years, for instance. That's how long PSM has 
been at it. And doing very well. Have you looked into our deviation 


arrangements lately? 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 








10% DEVIATION: 

Automobile bodily injury and 
property damage liability: al! 
classes. 


MUTUAL INSURANCE CO. 


HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 
37 years of public service 


» WILLIAM E. DANDRIDGE, Agency Supt. * Mineola: 288 Old Country Rd., Long Island, 
ROBERT ZMOOS, Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 
10 Gibbs St., W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH 
MURPHY, Rep. * Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM. Rep. ° 
Miami: 902 S.W. Second Ave., THOMAS H. RIGGINS, Mgr. * E. Orange: 61 Lincoln 


St., IRVING GROVES, Mgr. 


Deviations and Dividends shown for New York State: . . . for other states, write New York office. 
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esented with the com- — eral agent of East Shaker N. J. This 

Honor Club Award re- award was given to Mr. Davison for 

his outstanding achievements being one of the top 50 producers in 

Mr. Seifert works for A. J. the United States during a recent testi- 





general agent for the 


monial period to the President of Penn 
Companies in Cedar Rapids, Ia. 


Mutual Life. 


Omaha 


Blackstone Studios 


BLADEN 


ASHBY E. 


Ashby E. Bladen, vice president of the 
New 
York metropolitan operations and one 
of the most prominent the 
Congregational Church, has been in New 
Delhi, India, as delegate of the general 
council of that church to the third as- 
sembly World Council of Churches. This 
council convened November 19 and will 
continue until about December 11. Mr. 
Bladen will later visit Hong Kong, Tokyo 
and other places before returning to New 
York January 2. Mr. Bladen is chairman 
of the executive committee of United 
Churches of Christ. He is one of about 
3,000 church leaders at New Delhi who 
expect to witness acceptance of the Rus- 
sian Orthodox Church into full member- 
ship of the year Council, merger of the 
Council and the International Missionary 
Council and aceaniian in New Delhi of 
-bservers from the Vatican, the first 
Roman Catholic representatives ever to 
attend a World Council meeting in an 
official capacity. 


Aetna Insurance Co. in charge of 


laymen in 


or 


Leland F. Lyons, vice president of New 
York Life and president of sales and 
marketing Executives-International, re- 
turned recently from a ten-day speaking 
tour of South America for SME. He 
headed the U. S. delegation to the second 
annual Pan American sales and market- 
ing ‘Congress in Buenos Aires and de- 
livered a major address to the gathering 
of 1,500 Latin American sales executives. 
He was accompanied by Kurt J. Alt- 
schul, manager of SME’s international 
department. 


* *” * 


Jack Hess, director of rehabilitation for 
Mutual of Omaha, was elected to the 
board of directors for the Rehabilitation 
Association of Nebraska at a conference 
held in Lincoln, Neb. recently. Mr. Hess 
will serve on the board for a term of 
three years. 


* * * 


Dr. Richard M. Nay, medical director 
of Indianapolis Life, is now in a mission 
hospital in Kapanga, a city in the Prov- 
ince of Katanga of the Congo. He is giv- 
ing medical services to the Congolese 
people and instructions to native attend- 
ants. Dr. Nay has been granted a three- 
month leave of absence by Indianapolis 
Life. He is the first of several Indian- 
apolis physicians who will serve for suc- 
cessive three-month periods in the Con- 
go. 





MAURICE BLOND 

Maurice Blond, 
Hamilton Life of New York with offices 
at 15 Park Row in downtown Manhattan, 


general agent for 


thas been elected president of the Clark 


Organized 
Association is com- 


House Alumni Association. 
in 1903, the Alumni 


posed of former members of the Clark 
House, a settlement house on the lower 
east side. The Association niow assists 
the Grand Street Settlement in its varied 
neighborhood work with special funds 
going toward sending poor children and 
their sagen to summer camp. Mr. 
Blond, a past president of the Brooklyn 
Branch of the Life Underwriters Asso- 
ciation of the City of New York is a 
life member of the MDRT. Also he is 
currently serving as co-chairman in the 
insurance industry’s United Jewish Ap- 
peal and Federation of Jewish Philan- 
thropies drive. 


a oe. 


John W. Coghlin, Worcester, Mass., 
has been elected a director of the 
Worcester Mutual Fire. Mr. Coghlin, 
president of Coghlin Electric Co. of 
Worcester, is a director of the Worcester 
Mutual’s affiliate, the Guarantee Mutual 
Assurance of America. He is also pres- 
ently a director of the Worcester Cham- 
ber of Commerce, Worcester Chapter 
American Red Cross, and director and 
vice president of the Taxpayers Associa- 
tion. President of both the Worcester 
County Metal Trades and Employes As- 
sociation and the Committee on Business 
Information, Mr. Coghlin also serves as 
a trustee and a member of the finance 
committee of the Mechanics Savings 
Bank of his home city. A graduate of 
Worcester Polytechnic Institute in 1919, 
Mr. Coghlin is assistant treasurer and a 
trustee of the school. 


* * * 


Robert Staker, advertising and publi- 
city manager of Employers Reinsurance 
Corp., Kansas ‘City, one of the deans of 
his profession in the casualty-surety-fire 
field, is now completing his 46th year 
with the Employers. He started in De- 
cember, 1915, after some years in news- 
paper work. His father, J. L. Staker, 
and his grandfather, William Staker, 
were daily newspaper editors. For 43 
years his father was editor of the Clay- 
ton, Ill., “Enterprise,” which is still going 
strong. Bob Staker lives up to the best 
traditions of the newspaper profession, 
and is a highly respected and beloved 
personality in the Employers Reinsur- 
ance organization. 
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@ For the first time, AS/PN lets you choose the side of the 


collection coin you desire. Now, when you sell the new Paramount competitively-priced Auto Policy, you can 
j collect the premiums yourself and bill the renewals yourself...or AS/PN will do it for you. Either way, you 
| control the renewals. And incidentally, when you sell a policy you remit only the NET premium. Why not see 
an AS/PN man soon—and choose a plan! ont vee; 
AMERICAN SURETY /PACIFIC NATIONAL FIRE INSURANCE COMPANY 


Administrative Offices: 100 Broadway, New York 5, New York ; x 
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NEW PENSION PRODUCTS 


A complete new policy series with new features spe- 
cifically designed for Pension and Profit Sharing Plans. 


NEW RATES 


More competitive than ever! Improved guarantees. 
Dividends reflect removal of Federal Income Tax 
discrimination. 


NEW TOOLS 


A complete new sales kit with effective six page in- 
terview brochure and other Visual Sales Aids, sup- 
ported by a complete sales track and guide to design- 
ing Pension Plans. 


MASSACHUSETTS MUTUAL Zife Insurance Company 





114 General Agencies in 108 Cities Plus 85 District Offices and 39 Group Offices 


SPRINGFIELD, MASSACHUSETTS + ORGANIZED 1851 
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